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PRESIDENTS 


“Life Insurance increases the sta- 
bility of the business world, raises 
its moral tone and puts a pre- 
mium upon those habits of thrift 
and saving which are so essential 
to the welfare of the people as a 
body.” 
THEODORE ROOSEVELT 
26th President of the United States 
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“If a man does not provide for all 
those dependent upon him then 
he has not opened his eyes to any 
adequate conception of human 
life. We are in this world to pro- 
vide not for ourselves, but for 
others." 


WOODROW WILSON 
28th President of the United States 








“The benefits of life insurance 
should be enjoyed by the great 
masses of the country, the men of 


small means. | thoroughly be- 
lieve in life insurance.” 
WILLIAM McKINLEY 
25th President of the United States 














JAMES A. GARFIELD 
20th President of the United States 


THE 








BENJAMIN HARRISON 
23rd President of the United States 
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LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


393 Seventh Avenue, New York, N. Y. 


Thomas |. Parkinson, President. 
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Underwriters Meet 
in New York, Debate 
Current Issues 


Home Office Selection 
Men Take Up Ordinary 
and Industrial 


NEW YORK—The Home Office Life 
Underwriters Association is holding its 
fall meeting here for three days, winding 
up Friday. S. G. Hopkins, Penn Mu- 
tual, was chairman of the Wednesday 
morning session, when J. H. White, 
New York Life, opened the discussion. 














LEIGH CRUESS 


H. W. Tichnor, Prudential, spoke on 
explosives, W. C. Harrison, New York 
Life, on nylon manufacture, H. Mc- 
Mahon, Provident Mutual, on ink manu- 
facture, and C. H. Sutman, Security 
Mutual, on casein manufacture. 

In the afternoon session Wednesday, 
C. H. Norris, Aetna Life, presided. 
Boris Kostelanetz, assistant U. S. at- 
torney, spoke on the work of that office; 
F, J. Halliday, Acacia Mutual, on the 
forestry service; E. J. Hardin, Retail 
Credit Company, on sulphur mining and 
processing, and a motion picture relat- 
ing to the sulphur industry was shown. 
Session on Industrial 

There was also an industrial session 
Wednesday presided over by Pearce 
Shepherd, Prudential, with an informal 
discussion of industrial underwriting. 

J. D. Williamson, Canada Lrfe, was 
chairman Thursday morning when 
Leigh Cruess, Home Life of New York, 
gave his presidential address. W. H. 
Dallas, Aetna Life, was a speaker and 
W. P. Brenton, Metropolitan, talked on 
underwriting of industrial risks. 


Malcolm Adam, Penn Mutual, was 


Review of Situation on Tax 
on Life Insurance Proceeds 


The “Estate and Tax News” brings 
up to date the federal estate taxation of 
life insurance proceeds and gives a re- 
view of the present understanding of the 
law. It says: 

“The first $40,000 of life insurance 
proceeds payable at the death of the in- 
sured to named beneficiaries are, of 
course, excluded from the insured’s 
gross estate and are exempt from tax. 
This exemption is in addition to all 
other exemptions and deductions al- 
lowed by the statute, and applies to in- 
surance payable in trust as well as to 
insurance payable directly. 


Classification of Insurance 


“Insurance in excess of $40,000 pay- 
able to named beneficiaries can be 
classified as follows: 

“1. Policies under which the insured 
neither possessed any of the legal inci- 
dents of ownership at the date of his 
death nor paid any of the premiums 
after the relinquishment of the incidents 
of ownership. 

“All authorities seem to agree that 
this class of policies is clearly not tax- 
able, provided the incidents of owner- 
ship were not relinquished in contem- 
plation of death. 

“2. Policies under which the insured 
paid all premiums but did not possess 
any of the legal incidents of ownership 
at the date of his death. 

“The present regulations and the 
great weight of authority hold that this 


class of insurance is not taxable, not- 
withstanding the payment of premiums 
by the insured, provided the incidents 
of ownership were not relinquished in 
contemplation of death. 


Another Situation 


“3. Policies under which the insured 
paid no premiums, or only a part of the 
premiums, but possessed one or more of 
the legal incidents of ownership. 

“Although there is some good author- 
ity to the contrary, the commissioner at 
the present time takes the position that 
policies in this class are fullv taxable (to 
the extent of proceeds over $40,000). 

“4. Policies under which the insured 
paid all premiums and either possessed 
one or more of the legal incidents of 
ownership, or relinquished them in con- 
templation of death. 

“This class of policies is clearly tax- 
able to the extent that the proceeds 
exceed the $40,000 insurance exemption. 

“The right to any economic benefit of 
a policy of insurance is a legal incident 
of ownership. These rights include, for 
example: Power to change the bene- 
ficiary, to assign the policy, to surender 
it for its cash value, or to borrow upon 
it. 

“Insurance payable to, or for the 
benefit of, the insured’s estate is fully 
taxable. However, the general $40,000 
estate exemption, if not exhausted by 
other property, may be applied against 
such proceeds.” 








chairman in the afternoon, there being a 
case Clinic based on cases compiled by 
J. G. Late, Aetna Life, and a general 
discussion of the cases presented. 

H. H. Jackson, National Life of Ver- 
mont, will preside Friday morning when 
Maj. A. P. Simmonds, U.S.A. retired, is 
to talk on military reserves and a .gen- 
eral discussion will take place on under- 
writing problems in the United States 
and Canada resulting from the war. 

_President Cruess will preside in the 
afternoon over an informal discussion on 
the following subjects: 

Is it advisable to grant insurance to 
make _ possible anticipating deferred 
settlement of an estate? Is it advisable 
to grant double indemnity without re- 
Striction to applicants who use _pas- 
senger cars daily in business? What 
procedures are most effective in assist- 
ing the agent to place a substandard 
policy? What precaution should be ob- 
served in underwriting applications that 
appear to have been written by mail? 
Current practices regarding applicants 
residing or traveling in Central and 
South America. What practices should 
be followed to avoid legal liability in 
the case of: Limiting time in which ac- 
tion should be taken? Procedure of noti- 
fying applicant of unfavorable action? 
What should be the attitude of the com- 
panies toward single-premium insurance 
where the funds to pay the premium are 
being advanced by a bank? Is it desir- 
able to issue juvenile insurance without 
reduced death benefits in those states 
where law permits? What type of meet- 
ings and programs will make the asso- 
— most beneficial to the member- 
ship 


Lincoln National’ Ss 
Old Age Benefit 


A plan whereby Lincoln National Life 
agents may supplement their income in 
their old age is being prepared, it is an- 
nounced. Complete details are not as 
yet ready for publication, but basically 
the plan is contributory, providing for 
supplemental income for the agent be- 
ginning at age 65 or earlier. Income is 
to be provided by joint contributions of 
the agent and the company which begin 
when the agent reaches age 35. Under 
the plan it will not be necessary for the 
agent to stop writing insurance at age 
65. His commissions will continue past 
65 in accérdance with the terms of his 
contract and will be supplemented by his 
income from the plan. 

Key feature of the old age plan is that 
the agent’s income derived from it is 
based directly on his personal business 
in force. This method, company off- 
cials feel, provides a valuable sttmulus 
to the persistency and quality of busi- 
ness produced. 


Two Senators Reelected 

George L. Radcliffe first vice-presi- 
dent of the Fidelity & Deposit of Balti- 
more, was reelected United States sena- 
tor from Maryland. This is his second 
term. Mr. Radcliffe was formerly Mary- 
land secretary of state and has long been 
prominent in political and civic activi- 
ties. 

Senator J. C. O'Mahoney of Wyom- 
ing, who became prominent as chairman 
of the Temporary National Economics 
Committee was also reelected. 


Present Situation 


on Commissioners 


in Affected States 


Recent Election Will Bring 
About Changes in Some 
of the Officials 


There is much interest in some of the 
states following the election as to the ef- 
fect on the insurance commissioner’s of- 
fice. The first blow fell in Illinois when 
Governor Stelle appointed C. Hayden 
Davis, manager of the Abraham Lincoln 
Hotel in Springfield, as state insurance 
director to succeed Ernest Palmer, who 
had held the position since 1933. Mr. 
Palmer originally was a Republican but 
he was appointed to his post by the late 
Governor Horner, inasmuch as the gov- 
ernor desired to clean up the depart- 
ment, raise it to a high order of efficiency 
and remove from it all political influ- 
ence. He selected Mr. Palmer because 
he had confidence in his ability to do 
the job. Governor Horner steadfastly 
followed a consistent course and Mr. 
Palmer was not interfered with in any 
way politically during his term of office. 
Under these conditions he was able to 
do a marvelous piece of work. In fact, 
at the recent luncheon of the Illinois 
chamber of commerce at Chicago Insur- 
ance Superintendent Pink of New York 
said that the Illinois department had no 
superior in any state at this time. He 
remarked that he could not make such a 
statement as to previous Illinois admini- 
Strations. : 

Mr. Palmer has been exceedingly ac- 
tive. At times he probably has exasper- 
ated insurance people who felt that he 
had gone too far in his authority. At the 
same time all recognized his honesty and 
ability. He served on important com- 
mittees of the National Association of 
Insurance Commissioners and was 
elected its president. In that organiza- 
tion he was an acknowledged leader and 
bis counsel was often sought. 


Puzzled at the Move 


The action in Illinois by some is re- 
garded as somewhat sinister inasmuch 
as Governor-elect Green undoubtedly 
will have a new insurance director to an- 
rounce when he takes office early in 
January. Therefore the new official can 
only serve about six or seven weeks. It 
is necessary to transfer all title to se- 
curities and property held in the name 
of the insurance director and this is al- 
most a two months job in itself. There- 
fore when the transfer has been made to 
C. Hayden Davis, work will have to start 
all over again. Mr. Davis and Governor 
Stelle are close friends. Mr. Davis had 
been a financial backer in the Stelle cam- 
paign. They are jointly interested in the 
Pana Refining Company of Pana, III. 

Mr. Davis was born in Clayton, lil. 
and spent his early vears in the drug 
business. He traveled for a drug house 
and then operated a drug business for 

(CONTINUED ON PAGE 98) 
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Reliance Life eer 
Half Billion Mark 


Record Achieved in 37 
Years Without Aid 
of Mergers 


Life has attained the 
coveted goal of $500,000,000 life insur- 
ance in force. This achievement has 
been accomplished by its own field or- 
ganization in 37 years without consoli- 


The Reliance 


dating with another company. 

In 1903, the late Judge James H. 
Reed, noted Pittsburgh lawyer, and 
T. H. Given, then president of the 
Farmers Deposit National Bank, rea- 


lized the growing importance of life in- 


a 














J. N. JAMISON 


surance in protecting human _ beings 
from financial distress caused by the 
uncertainties of life. They realized, too, 


the financial importance of a life insur- 
ance company to Pittsburgh. 

Judge Reed and Mr. Given interested 
their associates on the board of the 
Farmers Deposit National Bank in the 
project and on March 31, 1903, the Re- 
liance Life was incorporated. Judge Reed 
was elected president and Mr. Given 
vice-president. 

Substantially Organized 

The Reliance Life was substantially 

organized with $1,000,000 capital and 


$1,000,000 surplus, at that time the larg- 
est amount of money ever invested in 


the organization of a life company. 
Upon this foundation, Reliance Life has 
built and developed a sound financial 
structure with assets today totaling 
more than $131,835,000. 


(CONTINUED ON LAST PAGE) 
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Lovejoy Resigns as 
Maine Official 


Insurance Commissioner 
Joins Massachusetts Bond- 
ing in New England 


C. W. Lovejoy, insurance commis- 
sioner of Maine, has resigned to go with 
the Massachusetts Bonding. His chief 
duties will be the supervision of its busi- 
ness in the New England states exclu- 
sive of the Boston metropolitan terri- 
tory. Mr. Lovejoy is well known in the 
insurance business. He was a local agent 
at Rumford Falls, Me., being manager of 
the Rumford Falls Insurance Agency. 
For 10 years he acted as secretary and 
treasurer of the Maine Association of 
Insurance Agents and for 10 years was a 
member of the New England advisory 
board. He served as secretary of the 
town of Rumford school district and is 
active in civic work in his city. He was 


born Oct. 10, 1897, at Rumford. He 
graduated from Bowdoin College in 
1920. 

He was the first insurance commis- 
sioner in Maine that gave any attention 


to the National Association of Insurance 
Commissioners. He was faithful in his 
attendance and took a real part in its 


activities. There are three insurance 
commissioners in the New England 
states who were local agents before 


being appointed. Those in addition to 
Mr. Lovejoy are Commissioners Rouil- 
lard of New Hampshire and Harrington 
of Massachusetts. This triumvir ate 
made itself felt at the commissioners’ 
meetings. 


Carroll Frey Appointed 
Press Chairman of L. A. A. 


Davis of Lite Insur- 
Association appointed 


President C. S. 
Advertisers 


ance 
Carroll Frey, editor Penn Mutual Life, 
chairman of its press committee. The 


interest in all 
and adver- 


with a practical 
phases of sales promotion 
tising by life companies, regards its 
committees as workshop units, upon 
which the association depends for re- 
search and experiment, with results to 
be shared with all members. Mr. Frey 


group, 


last year acted as press chairman for 
the Keystone group of that body. 
Others of the press committee are: 
Frank Price, Jr., new member of the 
group, and assistant advertising man- 
ager Prudential; M. F. Browne, agency 
assistant Occidental; William Sexton, 


agency secretary Great Southern; M. I. 
Gilbert, supervisor field service Crown 
Life, representing the Canadian mem- 
bership; Alberta Stutsman, Massachu- 
setts Mutual direct mail expert, Detroit. 


and H. D. Trueblood, Occidental, Los 
“Angeles. It will be observed that the 
selection has an eye to geographical 
coverage, north, south, west, mid-west 


and Canada. 


New Peak in Farm Sales 


DES MOINES, IA.—A definite trend 
showing a decline in corporation owner- 
ship of farms acquired through fore- 
closures is reported in Iowa as a new 
peak in farm sales, largely made by in- 
surance companies, is shown for the first 
10 months. Reports of 12 insurance 
companies showed that more than 1,500 
farms have been sold, with expectations 
that the year’s total will exceed that of 
1939 when 2,200 farms were sold. The 
1940 sales amounted to approximately 
250,000 acres with the average price be- 
tween $80 and $90 per acre. 





\ partial list of sales by companies 

follows: 
Farms Acres 

Metropolitan . 391 64,530 
3ankers, la. 2 . 187 31,624 
Equitable, Ia ' pe enn 
Central, Ia. _ : een 29 
SE Es errr: | 
Mutual Benefit bp jb4 es avetd act ee, ei 316 
cig helt 2 —— hee ; »oee 204 45,000 
PEPE pcs Saree 6 9 a.4 oie 6 48 
PPNEIPRIEIEL, ccc Woks sie yin ss ope oe 96 15,000 
Oe OO esi obs oko selene 40 


Roy L. Davis Takes 
Association Post 


Resigns as Assistant State 
Insurance Director 
of Illinois 


Roy L. Davis of Chicago, assistant 
Illinois state insurance director, has re- 
signed as of Dec. 1, to become western 
manager of the Association of Casualty 
& Surety Executives, having offices at 
10 South LaSalle street, Chicago, where 
the organization already has quarters. 
Mr. Davis accepted the position prior to 


the election but withheld announcement 
until afterwards to avoid any misunder- 
al Manager 


standing. Gener C. W. Fair- 














ROY L. DAVIS 
child of the association visited Chicago 
a few weeks ago, looked over the 


ground, conferred with local casualty 
and surety people and came to the con- 


clusion that Mr. Davis was the man to 
best fill the position. Mr. Davis went to 
New York a week before the election 


and the contract was closed. 
Wanted Home Rule 


The Association of Casualty & Surety 
Executives has grown in its activities 
until it was found impractical to handle 
sO many questions arising at its head 
office. The demands on it from the cen- 
tral west have been increasing. It has 
a Pacific Coast manager at San Fran- 
cisco. Mr. Davis will look after legisla- 
tion, insurance department questions, 
public relations work and other adminis- 
trative duties in consequence. 

Governor Stelle of Illinois was anxious 
for him to continue but as he had ac- 
cepted the new position he felt that he 
should take it as soon as possible. In 
his work with the state Mr. Davis has 
shown high ability, diplomacy and ex- 
cellent judgment. He has had charge of 
the Chicago office and has looked after 
all complaints as to claims reaching the 
department to a large extent. He has 
appeared before a number of insurance 
meetings and has always given a good 
account of himself. Prior to taking the 
state position he was engaged in insur- 
ance work and that has been his chief 
activity since he graduated from college. 
Will Enlarge Its Scope 

C. W.. Fairchild, former insurance 
commissioner of Colorado, is general 
manager of the Association of Casualty 
& Surety Executives. He states that 
after the Chicago office has been fully 
established it is expected that its field 
of operations will be extended to other 


commonwealths beyond the area gen- 
erally regarded as the middle western 
region. 

Mr. Davis is a native of Illinois. He 


received his bachelor of arts degree from 


Leaders in A. & H. 
Field in Chicago 


The accident and health executives’ 
dinner in Chicago Wednesday night, 
sponsored by the Chicago Accident & 
Health Association, the first of a series 
of similar affairs to be held each year 
hereafter, honoring some outstanding 
figure in the field of accident and health 
insurance, climaxed what was virtually 
an accident and health insurance day in 
Chicago. 

In addition to the executives’ dinner, 
at which Thomas Hook, superintendent 
of the personal accident and health de- 
partment of the Standard Accident and 
chairman of the governing committee of 
the Bureau of Personal Accident & 
Health Underwriters, was honor guest, 
the quarterly conference of the National 
Accident & Health Association was held 
in Chicago, attended by most of the 
officers, members of the executive com- 
mittee and chairmen of special commit- 


tees, and the general committee in 
charge of 1941 Accident & Health In- 


surance Week held its meeting there to 
take final action on plans for the observ- 
ance next year. 


Executives Dinner Notable Affair 


The executives dinner was, of course, 
the outstanding event of the day. There 
were about 250 in attendance, including 
100 or more from outside of Chicago, 
with every section of the country repre- 
sented, from New York to San Fran- 
cisco and from Chattanooga to Minne- 
apolis. Large delegations were in 
attendance from New York and from all 
the principal midwestern cities. 

The climax of the dinner 
presentation to Mr. Hook of-a_ hand- 
somely bound book containing personal 
letters of appreciation of his work from 
about 60 outstanding accident and health 
leaders in both company and agency 
ranks. The presentation was made by 
Ernest W. Owen, retired Detroit man- 
ager of the Sun Life of Canada, a close 
personal friend of Mr. Hook for many 
years, well known to everyone in the 
life insurance business and also known 
to many accident and health men be- 
cause of the inspirational addresses he 
has given at meetings of both the Health 


was the 


& Accident Underwriters Conference 
and the National Accident & Health 
Association. 

Donald E. Compton, Provident Life 


& Accident, president of the Chicago 
association, presided at the dinner and 
introduced Lawrence K. Farrell, Metro- 
politan Life, who acted as toastmaster. 


Bankers Life, Ia., Gathering 


PITTSBURGH—Gerard S. Nollen, 
president Bankers Life of Iowa, and 
W. F. Winterble, director of agencies, 
spoke at a meeting here of the Pitts- 
burgh and Huntington, W. Va., agents. 


Illinois Wesleyan University and in 1916 
his master’s degree from the same in- 
stitution. As a “graduate fellow he con- 
tinued his studies at the University of 
Illinois and in 1917 was awarded a 
second master’s degree. Mr. Davis en- 
tered the insurance business in 1923 and 
during the same year received his Ph.D. 
from New York University. He became 
a partner in the Chicago agency of 
W. W. Durham & Co. He graduated 
from the Pittsburgh Life Insurance 
School in 1926. Later he became edu- 
cational sales training director of the 
Continental Casualty and Continental 
Assurance of Chicago. He is very promi- 
nent in life insurance, having been presi- 
dent of the Chicago Life Underwriters 
Association and the Life Insurance 
Trust Council. He has been instructor 
of life insurance at the School of ‘Com 


merce, Northwestern University, for 
some time. He is a CLU. He was 
appointed Illinois assistant insurance 


director in 1937 and placed at once in 
charge of the Chicago office. 
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Probable Shift by 
Companies to 3 
Percent Assumption 


New Deal's Policy of 
Having Interest Rates Low 
Will Be Deciding Factor 


HARTFORD—Reelection of the new 
deal and its policy of keeping’ interest 
rates low to facilitate government financ- 
ing will be the deciding factor in caus- 
ing many companies still on a 3% per- 
cent reserve basis to shift to a 3 percent 
assumption, to judge from the tenor of 
discussions at the joint actuarial meeting 
held just before election. There 
even talk of the advisability of 3 percent 
companies changing to a 2% percent 
basis, though such a change appears 
much less imminent than shifts from 3% 
to 3 percent. Changes to a 2% percent 
interest assumption would probably be 
made, in the case of those companies 
making them, at the time that the shift 
to a more modern mortality table is 
made. 

Companies now on a 3% percent basis 
but contemplating a shift to 3 percent 
would probably have acted upon the 
proposal some months ago except for 
the possibility that a Republican victory 
would have meant the start of a gradual 
uptrend in the interest rate level. Know- 
ing the amount of government financing 
that would have to be done no matter 
which party were elected, actuaries were 
not looking for a pronounced upswing 
in interest rates even if Wendell Willkie 
were elected but they hoped that his 
election would give the basis for a rea- 
sonable hope of a gradually mounting 
rate level in the future, for it is the long 
range outlook more than the immediate 
prospect that is the cause of concern. 

Evidence of what the actuaries think 
of the future interest outlook can also 
be seen in the shift of some of the lead- 
ing annuity writing companies to a 2% 
percent basis both for group and ordin- 
ary annuities. It is a relatively easy 
matter to change annuity rates for the 
number of forms is small compared to 
those involved in making a change on 
life policies. 


was 


Woods Agency Holds 


Anniversary Dinner 


PITTSBURGH—Over 470 attended 
the 60th anniversary banquet of the Ed- 
ward A. Woods Company, Equitable 
general agency. William M. Duff, 
president and manager, and President 
Thomas I. Parkinson of the Equitable 


spoke. 

Agents who qualified for the Sixty 
Club were seated at a special tabie. 
Members of the Equitable Veterans 


Legion, those who have been associated 
with the society for five years or longer, 
were installed or advanced to higher 
ranking. 

At the agents association meeting the 
following morning, there were about 350 
present. Speakers included Mr. Duff, 
Merle Thorpe, editor of “Nation's Busi- 
ness,” and Mr. Parkinson. 





Carswell Heads Veterans Club 

NEWARK—A. W. Carswell has 
been elected president of the Weterans 
Club of the Mutual Benefit Life at the 
home office, with W. A. Curtin, as vice- 
president, H. M. Dougher, secretary, 
and Paul Rutgers, treasurer. The ex- 
ecutive committee is composed of E. 
S. Fishwick, Howard Hall, Harry Hew- 
itt, Kenneth Reed, Edward Simmons 
and W. A. Stubenbordt. 
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Study on Trends in 
Policy Types by 
Research Bureau 


HARTFORD—In releasing the new 
study on “Trends in Policy Types” to 
its members, the Life Insurance Sales 
Research Bureau points out that there 
has not been available a comparative pic- 
ture for the industry of the movement 
of various types of policies in more de- 
tail than the usual breakdown between 
“whole life,’ “endowment,” and “term 
and other.” In this new study the bu- 
reau provides a detailed comparison of 
the distribution by plan of all ordinary 
life insurance sold in the United States 
for the years 1935 through 1939. The 
report shows also the trend in each indi- 
vidual type from year to year in an at- 
tempt to compare, in particular, the 
growth in sales of several related policy 
forms. ‘ 

At the outset the study re-emphasizes 
the importance of the three fundamental 
types of coverage Of all ordinary life 
insurance sold in 1939, over 91 percent 
was written on the three forms of adult 
coverage: ‘whole life, endowment, and 
term. Of this 91 percent, whole life pol- 
icies comprised 63 percent, endowment 
19 percent, and term 9 percent. In con- 
sidering trends in individual types of 
coverage, it is interesting to note that 
whole life insurance has decreased over 
4 percent since 1935. Endowment forms 
have increased nearly 4 percent, and 
term forms have increased 20 percent for 
all companies in this period. 

The comparison of trends in several 
related policy forms is equally signifi- 
cant. Both family maintenance and fam- 
ily income policies show a decrease since 
1935. On the other hand, both types 
of riders show a definite increase, the 
increase being particularly marked in 
the family maintenance type. 

The life expectancy types have become 
increasingly popular since 1935. The 


Four-star Program Is Held 


by Cleveland Association 





CLEVELAND—Four of the coun- 
try’s best known insurance men ap- 
peared on the program of the north- 
eastern Ohio sales congress, sponsored 
by the Association of Life Underwriters. 
They were Louis Behr, associate man- 
ager Equitable Society, Chicago; Grant 
L. Hill, director of agencies Northwest- 
ern Mutual Life; Ralph G. Engelsman, 
general agent Penn Mutual, New York, 
and E. H. Wilkes, vice-president Met- 
ropolitan. 

Speaking on “My Prospecting and 
Programming System,” Mr. Behr por- 
trayed his selling methods with the use 
of his special demonstrator which em- 
braces three legal size sheets pasted to- 
gether on a leather backing, and out- 
lines a selected policy. Various demon- 
strators are made to fit different people. 
One book covers most of the prospect’s 
desk and compels attention. he col- 
umns bring out monthly income to wife, 
educational funds for children, cash val- 
ues and other aspects of the coverage. 


Behr Exponent of Rhythm 


Mr. Behr uses rhythm in his selling, 
getting details on other people known to 
the customer whenever he makes a sale, 
thus enabling him to carry on steadily 
and consistently with prestige and rec- 
ommendation. He usually suggests the 
prospect’s name himself, knowing that 
the other is acquainted with him first. 








form with value at the end of the ex- 
pectancy period has shown a much 
greater increase than has the pure term 
form. Both life and endowment forms 
of juvenile insurance have shown a 
marked increase since 1935. Life forms 
are particularly responsible for this in- 
crease in total. 








problem. 


monthly income checks. 
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WILLIAM H. KINGSLEY 
Chairman of the Board 


TRAINING FOR INCOME | 


While it is true that the inflexibility of income settlement 
| is usually a great advantage, safe-guarding a beneficiary from 
too rapidly expending insurance money, there are occasions 


when a partial “lump sum” 


This beneficiary was the wife of a young medical re- 
search man, and when he was accidentally killed at his work, 
there was $9,000 of insurance for her. 


to suppose that she should receive the proceeds in small 


But with a lump sum of $5,000 she (at age 24) was able 
to pay for some special educational work which would pre- 
pare her to earn her own living. 
it possible for her to pay hospital debts. 

And there still remained $3,000 of insurance, and this is 
being sent to her in monthly payments of #25. 
large income—but to the $25 monthly is added the salary she 

is able to earn after the training. 
through education, once again provides income. 


well as a child, can have “educational insurance.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


settlement solves an income 


It would be natural 


An additional $1,000 made 


That is not a 


Thus life insurance. 


A wife, as 
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The use of a friend’s name is helpful 
in getting an interview under favorable 
conditions. 

In the approach, Mr. Behr says he 
does not know whether the man is in 
the market for life insurance but wants 
to program the insurance regardless. He 
endeavors to get the man’s policies and 
to find out what minimum income he 
wants for his wife. Mr. Behr makes 
an analytical chart of the insurance in 
force and another showing what the 
prospect wants to acomplish and indi- 
cating retirement income, educational 
funds and other items. After present- 
ing the first part, Mr. Behr shows the 
second chart. There is no attempt to 
high pressure. If the man is interested, 
Mr. Behr completes the program and 
closes the sale. Then he asks if the 
man knows “So and So,” gets informa- 
tion about the new prospect and the 
right to use his client’s name as an in- 
troduction. 


Deals in Age Group 30-35 


The average age of people he sees is 


30-35 and the average policy about 
$15,000. Pre-approach work is vitally 
important. The prestige of a recom- 


mendation is helpful, gains an inter- 
view nearly every time, and has an im- 
portant bearing on the prospect’s think- 
ing, Mr. Behr said. 

Grant Hill talked on “The Problem 
Agent’s Problem,” saying future busi- 
ness would be good for agents who are 
not waiting for ripe conditions to come 
along. Waiting for just the right selling 
conditions is a bad habit and never con- 
ducive to sales, he said. Many agents 
have what it takes but are not measur- 
ing up to their ability. Two of the best 
insurance months of the year lie ahead. 
Every agent should make a personal 
inventory. They should check up on 
their thinking during the interview, he 
said. Too many salesmen go off on a 
tangent, bring up destructive or pessi- 
mistic thoughts. “hey discuss every- 
thing but the subject at hand. The pur- 
pose of the sales call is not to make 
conversation. 

Urges Consistent Production 

The average agent’s biggest problem, 
Mr. Hill said, is to make himself realg 
ize the average insurance salesman gets 
paid by the case but his family eats by 
the year. Consistent production is 
necessary, and this has its foundation 
in a good prospect file. 

“Easy chairs in the office are bad in- 
fluences,” he said. “Most life insurance 
is written in the other fellow’s office. 
We must get out early in the morning 


and keep moving. Above all, have a 
plan and stick to it.” 
There was a take-off on the “Pot of 


Gold” program. Mr. Hill called upon 
George Thobaben, association secretary, 
to fetch the ticket stubs of all present. 
These were to be placed in a box, 
shaken up, and two drawn. The men 
selected were to be called to the plat- 
form to sell an imaginary case—a mar- 
ried man age 35, two children, income 
$4,200 a year, owning $10,000 ordinary 





life. Six minutes were allowed for the 
canvass. After outlining the plans, Mr. 
Hill said the time was so short the 


drawing would have to be abandoned. 
The purpose of this byplay was to cause 
everyone present to take inventory of 
his own ability to make that six min- 
ute presentation. “Some of you were 
confident and knew you could have 
done it,’ Mr. Hill said. “Others said 
to themselves, ‘Why didn’t my general 
agent tell me about this in advance so 


that I could have prepared? 


Engelsman Answers Questions 


Mr. Engelsman framed his talk 
around a series of answers to questions 
directed by the audience. Mental atti- 
tude is more important to success than 
mental capacity, he said. If the salary 
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allotment plan contributes to the right 
mental attitude, it is a definite asset. 

In prospecting, the most important 
thing is getting to the prospect, seeing 
him under the right conditions, being 
able to tell the story under favorable 
circumstances. The prestige of a third 
party reference is needed. 

“T don’t think we have any right to 
ask others to do the prospecting job for 
us,” he said. “We must designate the 
prospect first before asking questions. 
We must determine the ones we want to 
meet first. And we can’t expect our 
center of influence to give us a build-up 
unless that party is satisfied that we 
have something to offer the prospect 
friend. We should tell him exactly why 
we want the interview and what we 
have to benefit that friend.” 


Must Adopt Positive Attitude 


Mr. Engelsman said in regard to the 
recent election: “If you were on the new 
deal side, you are satisfied; if you were 
on the other side, you must acept the 
rule of the majority and cooperate until 
you find out that the administration is 
wrong. Agents must remember in con- 
nection with the war that for every 
catastrophe there is a remedy. Agents 
must take the positive view and have 
the courage to call when conditions sur- 
rounding the case may appear unfavor- 
able. Even export people whose chief 
business has been Europe, have put 
themselves in the market for insurance 
by turning to new territories or new 
lines of enterprise, he said. Many ap- 
parently weak prospects may turn out 
better than anticipated if the agents are 
not discouraged by surface indications.. 

Asked how he would handle the men 
going away to camp, Mr. Engelsman 
said few such cases fail to keep up their 
payments. This was true in the last 
war. The chances are a prospect won’t 
be called in the draft and, if he is, he 
will find some way to pay the premiums. 
“Young people, just married, are equally 
prone to put off insurance because they 
feel the budget will not permit. I tell 
them that budgets don’t usually work 
and that they might as well set aside 
an insurance saving anyway.” 


Better Education Demanded 


The public doesn’t understand life in- 
surance, Mr. Engelsman said, but in the 
past agents have taken it for granted 
they did. “Educational work is con- 
stantly needed. We should look ahead 
to the needs of the future, and be able 
to offer the public new aids and serv- 
®ices. Insurance packages, developed 
and wrapped up for sale in the different 
fields of need, will be highly accept- 
able. 

“America is the hope of the world. 
This country, built by refugees from 
other lands, is still only partially devel- 
oped and offers great promise to those 
who will work. Each one of us should 
go out and sell the best we know how 
to, and encourage others in their fields 
to do the best they can.” 

Vice-president Wilkes gave his fine 
talk on “Americanism.” He called for 
enthusiastic selling. The people today, 
more than ever are alive to what democ- 
racy means, and realize it must be pre- 
served at all cost. Insurance companies 
should be kept under the same manage- 
ment and jurisdiction that has brought 
such success and contributed so much 
to the country’s welfare in the past, he 
said. 


Large Attendance Recorded 


About 600 life underwriters were pres- 
ent from northeastern Ohio. Welcome 
was extended by President R. M. Mor- 
ris. C. E. Pejeau, first vice-president, 
was morning chairman and : 
Schmidt, second vice-president presided 
in the afternoon. Howard Kelly, Jr., 
was general congress chairman. A total 
of 159 new members were welcomed, 
making total membership 609. Diplomas 
were presented to .three new C.L.U 
members—T. A. Card, Massachusetts 
Mutual; A. B. Colla, Northwestern Mu- 
tual, and D. E. Hanson, Aetna Life. 
Grant Hill, as trustee of the American 
College, officiated. 


American Mutual Life 
Superintendent of Agents 








HARRY 8S. MeCONACHIE 


DES MOINES—H. S. McConachie 
has been promoted to superintendent of 
agents of the American Mutual Life. 
He has been in its agency department 
for several years and was named assist- 
ant superintendent of agents in March, 
1938. He started in life insurance in 
1920 with the Central States Life of St. 
Louis and had done organization work 
and was supervisor of agencies of that 
company and the American Reserve Life 
of Omaha before joining the American 
Mutual organization. He is a graduate 
of the law school of St. Louis Univer- 
sity where he starred in football. 


In addition to his new executive 
duties, Mr. McConachie will continue 
his agency supervision work, particu- 


larly in connection with the midwest 
expansion plans which American Mutual 
is noW Carrying out. 








Entertainment Plans for 
Commissioners Announced 


Mayor LaGuardia of New York City 
will speak at the luncheon the first day 
of the mid-year meeting of the National 
Association of Insurance Commissioners 
at the Pennsylvania Hotel, New York, 
Dec. 2. Commissioner Blackall of Con- 
necticut, president, will preside. Music 
will be furnished by a 30-piece band of 
the New York Life. A. N. Butler, vice- 
president Corroon & Rey nolds, is chair- 
man of the entertainment committee. 
The Equitable Society will tender a 
lunch the next day as it has done for 
many years past. On the evening of 
Dec. 3, a buffet supper will be served for 
the commissioners and their staff by 


. the Home of New York at its head of- 


fice. 

On Dec. 4 Mrs. L. H. Pink, wife of 
the New York insurance superintendent, 
and other New York insurance ladies, 
will entertain visiting women at a lunch- 
eon. On Wednesday afternoon, follow- 
ing the close of the convention, the Met- 
ropolitan Life will be host on a tour of 
its Parkchester Development, the larg- 
est housing project in the world. 

Commissioner J. G. Read of Okla- 


homa, secretary National Association of 
Insurance Commissioners, expects a 
large attendance at the mid-winter 


meeting. He is forwarding to each de- 
partment a list of committee assign- 
ments. Commissioner Read will arrive 


in New York Nov. 30, to give service to 
all comers. This will be the last con- 
vention for a number, as some of the 
commissioners will be catapulted out of 
office on account of the political storm. 





Civil Relief Act Discussed 


ST. PAUL—J. W. Fischbach, assist- 
ant general counsel Minnesota Mutual 
Life, discussed the insurance provisions 
of the soldiers and sailors civil relief act 
at the dinner meeting of the Home Of- 
fice Life Club of the Twin Cities. 


John Hancock and 
NRLB Deadlocked 


Election Order Carried Out 
But Commerce Point Is 
Not Settled 


BOSTON—The National Labor Re- 
lations Board and the John Hancock 
Mutual Life apparently have reached a 
deadlock in the controversy over the or- 
ganization of the agents for collective 
bargaining in East St. Louis and Ho- 
boken, N. J., in petitions of the A. F. of 
L. and the C.I.O 

The bone of contention arises over the 
wording of the original bill presented 
by the NLRB which includes in its ac- 
tion against the John MHancock this 
paragraph: “It appearing to the board 
that a question affectfng commerce con- 
cerning the representation of employes 
has arisen.” 

Counsel for the company, in its brief 
and its reply to the board at the recent 
hearing, strongly objected to the as- 
sumption of the board that any ques- 
tion of “commerce” could be considered, 
inasmuch as insurance had been defi- 
nitely ruled by the courts in Paul vs. 
Virginia and in the Deer Lodge county 
cases as not interstate commerce. 


Disregard Contention 


Making no distinction and completely 
disregarding the contention of the John 
Hancock that insurance is not com- 
merce, the board handed down a deci- 
sion ordering the company to allow its 
agents to hold an election to determine 
where they desire to place their union 
affiliations. 

The John Hancock had no objection 
to the holding of elections and the East 
St. Louis office voted 20 to 17 to favor 
the A. F. of L. and the Hoboken office 
voted 21 to 15 for the C.I.O. 

The John Hancock contends, how- 
ever, that the company is not an em- 
ployer, that its agents are not employes, 
and that the two small agencies in St. 
Louis and Hoboken, composed of only 
73 agents out of the company’s force of 
6,000 do not constitute a unit large 
enough to be appropriate for collective 
bargaining. 


Answer is Filed 


Maintaining that the NLRB has no 
jurisdiction, that the John Hancock is 
not subject to its jurisdiction, that the 
NLRB has no application to insurance 
since the company is not an employer, 
and that no question of commerce is 
present or has been raised by the pro- 
ceedings, the John Hancock has filed 
its answer which emphasizes that “the 
principal determination of essential is- 
sue,—interstate commerce—has been 
presumed by the board without hear- 
ing, in an arbitrary and unreasonable 
manner.” 


No Further Step Contemplated 


As the case stands at the present time 
the order of the board that an election 
be held in East St. Louis and Hoboken 
has been carried out but since there is no 
further order as to collective bargaining 
and the board has disregarded and failed 
to answer the contention of the John 
Hancock that insurance is not commerce 
and therefore not subject to the board’s 
authority, no further step is contem- 
plated until such time as the NLRB 
shall clarify its position and establish its 
authority under the Wagner act to pro- 
ceed in the controversy. 


ELECTIONS IN BUFFALO 


BUFFALO—The C.I.O. won and 
lost in two separate elections among 
agents of the John Hancock Mutual in 
District 1 and District 2 here. The lat- 
ter district includes agents in Niagara 
Falls and Tonawanda. 

The state labor relations board said 
41 employes of District 1 voted to have 
Local 59, Industrial Insurance Agents 


Metropolitan Chief 
Urges U. S. Support 


Message to Agents Dis- 
claims Political Activity, 
Calls for Return to Work 


Whole-hearted support of the govern- 
ment and devotion to their work were 
urged on Metropolitan Life agents by 
President L. A. Lincoln in a message 
which was written on the eve of the 
general election and sent broadcast Noy, 
6 “regardless of the outcome” of the 
election: ‘In the very recent weeks the 
subject of life insurance and life insur- 
ance companies has been injected into 
some of the political discussions. Neither 
the Metropolitan nor, in my firm belief, 
other life insurance companies were re- 
sponsible for any activity which gave 
rise to those discussions. 


Explains Company’s Policy 


“The Metropolitan has not, of course, 
participated in any way whatsoever in 
political activities, nor has it expended 
a cent directly or indirectly in connec- 
tion with the election, nor has it given 
out a list of policyholders or the name 
of a single policyholder to any one. It 
has been the settled and considered 
policy of our company, in the interest 
of its policyholders, to abstain from par- 
ticipation in any manner whatsoever in 
political campaigns and activities, and 
this policy has always been and is rig- 
idly adhered to. 

“Now with this election over and 
whatever the result, it is for all of us 
to support our government and with re- 
newed energy to devote ourselves to our 
allotted work with our great company, 
regardless of political preferences. The 
Metropolitan has its large place in the 
economy of America and its correspond- 
ing responsibilities. 


Consecration to Tasks 


“IT want every field man and employe 
to dedicate himself or herself to the 
service of our country through the ut- 
most attention to all existing policyhold- 
ers and through spreading the gospel of 
Metropolitan to all others who should be 
policyholders.” 





Many Minn. Insurance Officials 


ST. PAUL—Insurance men will loom 
large in political matters in Minnesota 
the next two years. Julius Schmahl, re- 
elected state treasurer, and N. J. Holm- 
berg, elected a member of the railroad 
and warehouse commission, are officials 
of the Modern Life. Twelve insurance 
men were elected to the legislature: J. 
A. Johnson, Preston; G. W. Champlin, 
Lake Crystal; P. J. E. Peterson, Tru- 
man; Thomas Bondhus, Storden; H. C. 
Pederson, Ruthton; Herman Dammann, 
Plato; H. G. Feig, Raymond; L. J. 
Gleason, Minneapolis; L. C. Dorweiler, 
Chokio: 1. -C. Dixon, Long Prairie; 
Fred Schwanke, Deerwood, and A. F. 
Oberg, Lindstrom. 

However, the insurance business will 
miss the support of two legislators who 
have been good friends in the past. 
Senator W. B. Anderson, for several 
years chairman of the senate insurance 
committee, died a few weeks ago, and 
C. E. Erickson, chairman of the house 
committee, was defeated for reelection. 
This means two new insurance chair- 
men. 








collective- 
voted 


them as 


Union, represent 
Six agents 


bargaining agency. 
against the union. 

But the local lost the election among 
District 2 employes by a count of 18 
to 13. Balloting was conducted both 
in Buffalo and Niagara Falls. Charging 
alleged management interference in vot- 
ing in District 2, the union said an offi- 
cial protest of results in that district 
will be filed with the state board. 
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FAITH 


Foundation for Half a Billion Dollars of Reliance 
Life Insurance Now in Force. 


RELIANCE LIFE~—started at the turn of the century —now has half a 
billion dollars of Life Insurance in force! 


The faith of its salesmen built RELIANCE LIFE. 


— faith in their ability to help their fellow men to an easier, happier 
life through the Perfect Protection plan. 


—faith in their opportunity to prosper with RELIANCE LIFE. 


—faith in the ‘‘complete line’ of insurance contracts, which meets 
every requirement. 

—faith in merchandising plans which have made RELIANCE 
salesmen’s selling job more effective. 

—faith in the ability and willingness of RELIANCE LIFE to de- 
liver on its commitments in good times and bad—during every 
emergency. 


Thath Faith is responsible for the record of RELIANCE LIFE ...a com- 
pany traditionally conscious of its salesmen’s problems, their interests, their 
courage, their success... and loyalty to their Company. 


RELIANCE LIFE has grown and wil! grow; the faith of RELIANCE 
salesmen always has been and always will be justified. 





RELIANCE. LIFE 


INSURANCE COMPANY OF PITTSBURGH 
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F. M. Hope Ridisonatss 
Income Replacement Theory 


F. M. Hope, vice-president and actu- 
ary of Occidental Life of Los Angeles, 
in a paper presented at the meeting of 
the Actuarial Club of Pacific States, 
gave an elaboration of his theory that 
an income replacement policy should be 
the main scheme for providing adequate 
insurance of the breadwinner and of 
the nation. Mr. Hope has spoken ex- 
tensively on this subject in the past and 
has provoked much discussion. 

Ideal life insurance, he declared, must 
be properly fitted to the insurability 
and the insurance needs of the individual 
and must also fit into the general social 
economy advantageously for the nation. 
He contended that practical plans of in- 
surance are beginning to seriously affect, 
if not interfere with, the national econ- 
omy. 


Quotes Stuart Chase 
Mr. Hope quoted Stuart Chase stating 


that the United States is saving too 
much, thus increasing the idle money 
problem. Harland H. Allen contends 


that in recent years the increase in the 
assets of life companies is catching up 
on, if not passing, the new security of- 
ferings. An investment impasse for the 
companies is thus suggested. 

Then the government statisticians in 
connection with the TNEC investigation 
suggested that insurance companies are 
taking too large a percentage out of 
the national income. 

Social security, he continued, has 
shown the way in the matter of income 
replacement. More of the protection 
and less of the investment elements is 
desirable, he said. 


Separation of Funds 


Mr. Hope suggested that contracts 
which have reserves that may be with- 
drawn under cash value _ provisions 
should be kept in an entirely separate 
division of the insurer with separate 
investments. In this way, what he calls 
the true life insurance contract, without 
cash values, and the true annuities and 
the death settlements for widows and 
orphans, which may not be commuted 
or withdrawn, would be placed on a 
sounder basis. 

The country has become wedded to 
an idea of level lump sum and a level 
premium. But a man’s life value is not 
level nor is the amount necessary to pro- 
vide for his dependents level. It is earn- 
ings, not life, that is insurable. It is 
future life value, not life itself. A man’s 
earning period is a curve, because he 
may outlive his earning period. 

If increasing renewable term insur- 
ance can be sold inside a policy, Mr. 
Hope asked why it cannot be sold by 
itself in a separate policy. And if the 
insurance is to be income replacement 
to the end of the man’s earning period, 
say age 70, there would be year by year, 
the equivalent of decreasing term insur- 
ance because the commuted value of in- 
come replacement to age 70 is a decreas- 
ing amount. 


Future Life Value of Man 


Although this is in essence, renew- 
able term insurance, he said, it is a much 
improved form over lump sum renew- 
able term. It is fitted in a degree to 
the future life value of the man or the 
value of the income replacement neces- 
sary for his beneficiaries. 

Mr. Hope favors a scheme where- 
under there would be a premium de- 
posit agreement. The assured under the 
income replacement would be permitted 
at the same time to make deposits in a 
fund, earning interest and this fund 
could be drawn upon to pay for the in- 
surance premium in lean years or to be 
used to pay for a deferred annuity pur- 
chased as the assured has spare funds 
available. He favors a plan whereby a 
deferred annuity could be purchased in 
paid up units of $10 per month each, 
to commence at age 65. That is $10 a 
month to commence at age 65 can be 


purchased by a series of single pay- 
ments. The units would have a cash 
value and no mortality would be in- 
volved until the annuity starts and sur- 
plus interest may be allotted as divi- 
dends. 

More life insurance of a more flexible 
nature should be sold, he contended. 
This will call for educated, self-reliant, 
self-disciplined policyholders and highly 
trained agents. He suggested that some- 
thing like $4,000,000,000 is needed each 
year adequately to insure the newly 
bereaved widows and their families. 
Perhaps a billion of this is taken care 
of by social security. That leaves at 
least three billion required under volun- 
tary life insurance for insurance protec- 
tion alone. This does not take into ac- 
count cleanup fund insurance, provision 
for old age of breadwinner, accident 
and health, etc. 


Astronomical Figures 


Without assuming any interest at all, 
a net premium in excess of $24 a thou- 
sand at age 30 would be required to in- 
sure a level lump sum by level pre- 
miums for life. 

Assuming that when the national in- 
come is $80,000,000,000, $400,000,000,000 
is adequate insurance of which $100,- 
000,000,000 is provided by social secur- 
ity, there would have to be $300,000,- 
000,000 at about $24 a thousand, using 
age 30 as the average age at issue. The 
resulting annual premium would be 
about $7,200,000,000 or 9 percent on a 
national income of $80,000,000,000. With 
social security exacting 6 percent, this 
would be quite a strain on the income. 
Under income replacement insurance 
$300,000,000,000 could probably be in- 
sured for an average premium of $10 a 
thousand which would not be an undue 
strain. Out of the saving in premium, 
the policyholder should, in good times, 
and as he can afford it, build an emer- 
gency fund or purchase an annuity for 
his old age. 





COMMENT IS MADE 





Albert Ehrenzweig of Chicago, re- 
search associate and lecturer in insur- 
ance law at Northwestern University, 
has prepared a commentary on Mr. 
Hope’s writings entitled “Earnings In- 
surance—The Rediscovery of Life In- 
surance.” Mr. Ehrenzweig was for- 
merly professor at Vienna University 
and chief of the insurance department 
in the Austrian federal chancellory. Mr. 
Ehrenzweig pointed out that in the 
early days the concept of life insurance 
as a valued contract, promising an 
amount arbitrarily fixed in the policy, 
was difficult for people to appreciate. It 
contrasted with the theory of property 
insurance which was one of indemnity. 
Despite the fact that life insurance en- 
gages to pay an amount arbitrarily fixed 
in the policy, it does constitute, from an 
economic point of view, reparation of a 
loss, the loss of earnings caused by 
natural events. 

The investment feature, he said, has 
entered life insurance by mere accidental 
consequence from its technical construc- 
tion. Useful as that may be, he con- 
tended, it is a foreign substance in the 
body of life insurance. Mr. Hope, he 
observes, cautions the insurance busi- 
ness to watch the effects of the invest- 
ment feature and to repress it cautiously. 

American insurance policy need not 
fear the investment feature becoming 
fatal, according to Mr. Ehrenzweig. It 
will only prove fatal if the business 
should fall into the power of ruthless 
speculation which cannot happen under 
state supervision. Austria offers a dis- 
mal illustration, he said. An Austrian 
company which was the second largest 
life company in continental Europe, col- 
lapsed in 1936. The proximate cause of 
that breakdown, he said, was that the 


company had induced the wealthy 
classes to gigantic speculations disguised 
as single premium life insurance con- 
tracts. This company collected many 
hundreds of millions and lost them in 
frivolous speculation. This was the re- 
sult of internal and external convulsions 
of the country’s whole political struc- 
ture. 

The insurance to 


endeavor of life 


reach the goal of an adequate insur- 
ance as a nation, he said, requires the 
cautious withdrawal from the invest- 


ment feature, should it no longer prove 
attractive. 
Finding Investments 

The very success of the investment 
feature, according to Mr. Ehrenzweig, 
makes its latent dangerous nature mani- 
fest, though not yet imminent. The 
assets of the companies are growing at 
such a rate that if the trend continues 
it will reach something like $100,000,- 
000,000 in 1956. That would constitute 
a much larger volume of cash values 
subject to distress demands sometime 
in the future and create the problem of 
finding investments with a decent rate 
of interest for such huge reserves. 

Mr. Ehrenzweig said that under cer- 
tain circumstances this investment em- 
barrassment arose even in other coun- 
tries with small assets. 

Another danger of exaggerated propo- 
gation of the investment feature, Mr. 
Ehrenzweig asserts, is that a govern- 
ment in need of funds will enviously 
look at the riches of life insurance. 
European life insurance had often in 
peace as well as in war times suffered 
under compulsory loans. In reading Mr. 
Hope’s observations, Mr, Ehrenzweig 
said he is reminded of the projects sud- 
denly appearing in Europe and else- 
where time and again which aimed at 
taking over the life insurance business 
by the state. He recalled that in 1916 
in the midst of the world war, the Aus- 
trian minister of finance stated to the 
minister of the interior that he had de- 
termined on the nationalization of life 
insurance and he wanted to institute 
negotiations immediately. Mr. Ehrenz- 
weig said that he was in charge of the 
insurance department and was able to 
convince the treasury that it could not 
gain but only lose by such,a precipitate 
action. 


Definite Purpose Policies 


Mr. Ehrenzweig cites as_ significant 
the remark of Mr. Hope that the aver- 
age breadwinner of the wealthy classes 
does not need an endowment policy 
with “large lump amounts running on 
to advanced ages and there causing 
overinsurance.” The breadwinner 
should have an assemblage of definite 
purpose policies, covering his different 
needs for himself and his family for the 
lowest cost. 

The proposed backbone policy con- 
sists of term insurance providing for 
monthly income payments for the family 
should the man die before his 70th birth- 
day, thus assuming on behalf of the fam- 
ily that the earning capacity of the man 
would have continued until the utmost 
term reasonably to be presumed. 

Mr. Ehrenzweig apparently endorses 
Mr. Hope’s idea of having annuity pay- 
ments go up and down with the swell- 
ing and shrinking of the investment of 
the claim reserve fund. This would be 
the logical conclusion from the theory 
that the funds of the so-called technical 
reserve are the property of the company 
only in a formal, legal and not in a real 
economic sense. 


Retirement Annuity Policy 


Mr. Ehrenzweig points out that if the 
man has lived throughout the term pro- 
vided by the backbone policy, his earn- 
ing capacity is naturally destroyed as 
this policy presumes. At that time a 
retirement annuity policy becomes effec- 
tive for him and his wife, likewise pay- 
able in monthly installments of the same 
amount. 

Mr. Ehrenzweig also seems to ap- 
prove Mr. Hope’s idea of giving the man 
and his family a disability annuity of 
$200 monthly up to the age of 60 and 
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Slaw Official Setup as 
Sentinel of Des Moines 








J. J. SHAMBAUGH 


DES MOINES—tThe official person- 
nel of the Sentinel of Des Moines was 
changed completely at a meeting of the 
directors. 

L. M. Peet, vice-president Farmers 
Union Life, was elected president of the 
Sentinel, succeeding Dr. R. E. O’Brian, 
former state secretary of state. 

J. J. Shambaugh, who was president 
of the old Des Moines Life & Annuity 
and a former officer of the old Royal 
Union Life, was named secretarv-treas- 
urer succeeding W. J. Billick, founder 
and principal operating officer. 

The Sentinel was organized in 1936, 
specializing in hospital, health and acci- 
dent insurance, and has about 4,000 hold- 
ers of group and individual policies. 





$100 beyond that age, with the require- 
ments that the total disability claim 
must be made before age 55. There is 
no order of precedence between the bio- 
logical events which cause the loss of the 
earning capacity, Mr. Ehrenzweig ob- 
served. Mr. Ehrenzweig also approved 
the idea of a small lump sum clean up 
policy. This, he states, constitutes true 
loss insurance. 

The premium deposit agreement under 
Mr. Hope’s plan, according to Mr. 
Ehrenzweig is in a sense only a self in- 
surance, securing the real insurance. 

Under Mr. Hope’s program, accord- 
ing to Mr. Ehrenzweig, the circle is 
closed: the combined policies protect 
the breadwinner and his family against 
every total loss of earnings through a 
biological event (death, old age, sick- 
ness, accident). Real earnings insur- 
ance, he said, is social insurance with 
payment of a lump sum confined to last 
expenses. Mr. Hope’s scheme, he said, 
may help to create a perfect and com- 
plete social minded life insurance, avoid- 
ing the danger still looming in Europe 

“that the voluntary act of making pro- 
vision for his family should to any great 
extent be taken away from the man.” 


War Clause Case Settled 


MILWAUKEE—tThe action to re- 
cover on a $2,000 life insurance policy 
held by Fred W. Tinney, Madison, Wis., 
who was drowned with his bride when 
the steamship Athenia was _ torpedoed 
off the coast of Ireland Sept. 2, 1939, 
has been settled. The New York Life 
agreed to pay the face value plus $120 
interest. The company had withheld 
payment, contending it was not liable 
under the war exclusion clause in the 
policy. Counsel for the administratrix 
contended the clause applied only in the 
event the insured was in active military 
service. Tinney and his wife were re- 
turning from a European honeymoon 
when the Athenia sank. A similar action 
is pending, seeking to recover $5,000 
from the Great Northern Life. 
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Mutual Lite Steps 
Up Lending Pace 


NEW YORK—Mutual Life has em- 
barked on an aggressive program of 
mortgage lending on residential and 
commercial properties throughout the 
United States. Until the last few 
months its acceptance of mortgage loans 
was confined to those submitted to it. 

The new system, which according to 
present plans will be handled through 
correspondents, is based on an active pol- 
ity of seeking good loans wherever they 
are to be had and as facilities for hand- 
ling them are arranged. Arrangements 
have already been made in states in the 
east, southeast, and Pacific Coast, also 
the southwest, with the exception of 
Texas and it is expected that represen- 
tatives will soon be appointed in that 
state. A number of loans are coming in 
from Chicago and Detroit. 

Practically all the residential loans are 
insured in the FHA, although the com- 
pany is accepting loans that meet its re- 
quirements even though they do not 
come through the FHA. 


Insanity in Relation to 
Disability Proof Discussed 


Attorney W. J. Brown of Chicago 
spoke before the Chicago Life Insurance 
Lawyers Club this week on “Insanity as 
an Excuse for Non-Performance of the 
Receipt of Proof Provision of a Disabil- 
ity Clause of a Life Policy.” After cit- 
ing a number of cases and making ob- 
servations on them he said: 

“The writer is not entirely satisfied 
to let the answer rest on the issue of 
whether contracts are binding even 
though impossible of performance. Of 
course we must have that general rule 
or contracts mean nothing and we cease 
to have contract law. Perhaps we should 
not let down the bars at all. But we 
do not have that question to decide on 
the facts of this specialized problem. 

“My conclusions are: (1) it must be 
a very rare case, if any, where the court 
can make a new contract for the parties; 
(2) no such case is presented in a claim 
for back disability benefits or death 
benefits or death benefits on the theory 
that the insanity of the insured ex- 
cused performance of the receipt of 
proof condition precedent because (a) 
the parties contracted with such a pos- 
sibility in mind and no personal per- 
formance of this requirement was placed 
upon the insured, (b) no ‘forfeiture’ is 
involved because the company condi- 
tioned its liability upon the proof of dis- 
ability in apt time and manner as well 
as upon the existence of a disability, 
(c) actuarial computations of status of 
company could only be made on the 
basis of receipt of proof at onset of dis- 
ability, (d) any contrary construction 
of policy would endanger the coverage 
of bona fide disability claimants who 
had performed and, most important of 
all, (e) otherwise the company would 
have no means of accurately determining 
its liability and protecting itself from 
fraud and claims of malingerers.” 








Guardian Life Campaign 

The “Presidential Election” campaign 
conducted by the field force of the Guar- 
dian Life in honor of President J. / 
McLain during October proved to be 
one of the most successful ever con- 
ducted by the company. 

With every producer a candidate for 
election to the “Guardian Electoral Col- 
lege,” a minimum of six lives or $25,000 
in volume was set as the requirement to 
cast one electoral vote. 

As a result of the campaign, a total 
of 524 electoral votes was achieved for 
President McL ain, with more than half 
of the field gaining membership in the 
college. 

A board of directors of electoral col- 
lege comprising the personal producer 
securing the largest number of electoral 
votes, the runner-up in that respect, and 
the leading. personal producers in elec- 
toral votes in each of the four geograph- 


ical divisions of the country and the 
managers of the agencies in those divi- 
sions casting the largest vote as a unit. 
These offices were won by R. A. Trubey 
of Fargo as chairman and J. C. Greg- 
samer of Chicago as vice-chairman. Mr. 
Trubey was the leading producer in 
lives and earned third place nationally in 
volume. Mr. Gregsamer proved to be 
the leading producer in volume and 
earned fourth place nationally in num- 
ber of lives insured. 





Sloan Is San Francisco 
Manager of Occidental 


LOS ANGELES — Aggressive new 
agency development for Occidental Life 
in the San Francisco bay area was fore- 
cast in the announcement by Vice-presi- 
dent V. H. Jenkins of appointment of 
H. A. Sloan as manager of the San Fran- 
cisco branch office. He formerly was 
assistant manager Woody Agency Equi- 
table Society in Chicago, and has as- 
sumed his new duties, W. B. Stannard, 
division manager, installed him. 

Mr. Sloan is a Hoosier. His first life 


insurance experience was in rural areas; 
he had success as a personal producer. 
Moving to Chicago he paid for more 
than $100,000 in his first three months, 
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and later was appointed assistant man- 
ager of the Penn Mutual under A. E. 
Patterson, starting a unit. In nine years 
he developed this to $5,000,000 a year 
production and maintained his own 
personal production at a high level. 

He headed his own agency for the 
Equitable in Chicago from 1935 until 
1939, building an organization of 35 full 
time men. His group was reconsoli- 
dated with the Woody agency. Mr. 
Sloan built a reputation for recruiting 
high-type college graduates, and for 
most modern sales training methods. 

Henry P. Baldwin will continue as 
assistant manager of the brokerage de- 
partment and Baldo Ivancovich as field 
supervisor under Mr. Sloan’s manage- 
ment, a post he has held for the last 
several years. 





Stresses Health Conservation 


WASHINGTON—A page advertise- 
ment, explaining the purposes and ac- 
complishments of the City Health Con- 
servation Contest, conducted each year 
since 1929 by the Chamber of Commerce 
of the United States in cooperation with 
the American Public Health Associa- 
tion, will be used this month and next 
by Metropolitan in periodicals having a 
circulation of more than 23,000,000. The 
advertisement presents an estimate that 








Wins Bride for First 
Year Championship Prize 


J. P. Black, Jackson, Tenn., 
went to Philadelphia for two days 
to be inducted into Penn Mutual 
Life’s President’s Club for New 
Organization, being one of four 
first-year men who won member- 
ship. When pre-interviewed as 
to interesting facts about himself, 
he answered the “married?” 
query by writing: “Single; hope 
to improve on marital status while 
on the trip.” 

So from Philadelphia he went 
on to Bloomfield, N. J., where he 
married Miss Marriett Menges. 
Then Mr. and Mrs. Black traveled 
to Tennessee, where Mr. Black is 
a member of the Bolling Sibley 
agency. A bride as a prize for a 
championship first year of life in- 
surance sales is not unheard of, 
but this prize winning may ex- 
plain why he worked so well. 








health conservation activities, under the 
stimulus of this contest in cities in 43 
states and Hawaii and Alaska, are sav- 
ing 5,000 lives each year. 
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But, — it must be remem- 
bered the Social Security 
Act merely sets up minimum 
benefits and that only by 

supplementing these bene- 
fits with life insurance can 
the average person guaran- 
tee his financial security in 


i. Great-West Life is stressing 






later years. Here then is a 
vast field of opportunity for 
aggressive underwriters. The 


\ this and has equipped 
men with a complete sales 


wa 


surance are partners. 





kit emphasizing the fact that 
Social Security and Life In- 
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Suggestion on Improvement 


in Inspection Reports 


By HAZEN P. AIKEN 
Los Angeles 


The eye is quick; so quick, in fact, 
that very often the mind is deceived. 
Such a phenomenon could well afford 
to go unnoticed and unmentioned 1f it 
did not occasionally result in substan- 
tial loss to life companies and other 
large business organizations, and cause 
embarrassment and costly personal ad- 
justments to certain individuals. The 
phenomenal growth of the life insurance 
reporting business, both in point of vol- 
ume and quality, as exemplified by firms 
such as the Hartnett Inspection Service, 
American Service Bureau, Retail Credit 
Company, Hooper-Holmes and others, is 
a fitting tribute to the value of spe- 
cialization. They know their business 
and from the results it is apparent they 
work at their task not only intelligently 
but consistently. 

Dealing with Individual’s Past 
reports 


Dealing, as most insurance r¢ 
io, with past and present events in the 
of individuals, it is natural that 


ives 
the information reported came to deal 
almost exclusively with the individual’s 
past: natural but costly! wa 
Todav’s insurance report iniorms us 
substantially as follows: How one con- 
ducted himself in the past—the various 
positions held—what his former em- 
»lover thought, and his present employer 
thinks of him—how he has handled his 
own finances and those funds entrusted 
to him by his employers — what his 
friends, neighbors and business associ- 
ates think or know of his family life— 
is he a man of character, etc. ; 
All information about his past which 
rightly be considered as significant 
and promises to give us a fair idea of 
what we might expect of him in the 
future, is included in every report. Most 
i this information, however, deals with 
things one’s employers or neighbors 
saw came to think about him as a 
esult of the things they saw. Again we 
“The eye is quick—but!’ 


can 


or 


submit, 
Can the Service Be Improved? 
The many failures chalked up against 
nen whose credit reports were clean 
has caused us to pause and ponder the 
question: Is the information we are now 
setting as enlightening as it could and 
should be? Isn’t it within the realm of 
possibilities to improve the service and 
reduce the number of our failures’ 
1e men we are interested in hiring 
as agents, general agents and managers 
are human. We, therefore, can assume 
they have erred in the past and will err 
the future, and isn’t that sufhcient 
proof that some of the information we 
re getting in these reports deals with 
actions performed, when our “guinea 
pig” was just being human, when he 
had for the moment, so to speak, let 
down and was not acting the part in 
the same manner he was fully capable 
f, acting it if, for instance, he had felt 
that that particular moment called for 
the best he had to offer? 
Should Always Be Fit 

Our quick witted objectionist will no 
doubt get to his feet at this point and 
remark that a man, if he is any good, 
should never let down; should at all 
times act and be at top form—the per- 
fect individual would do just that, we 
admit: but show us just one! 

I believe it was Theodore Roosevelt 
who said, “If you’re right 51 percent of 
the time, you'll win out in the end.” 
What factors determine the future 
course of a man? 

Yes, we want to know everything 
about the individual’s past life but we 
believe to know more would better our 
What, for instance, are his 
i ought proce sses? 

4. Is he an original thin 
constructive in his 








score. 


and if 


inking? 





, 
so, 1s he 


B. Do his thoughts turn invariably to 
the present and future, or is he wasting 
his thought energy on the past? 

C. Is he a student, and if so, of what? 

D. Does he realize the importance of 
a hobby which enables him to relax 
those overworked nerves of his? 

E. If a prospective general agent, did 
he ever in the past develop original sales 
plans which clicked? 

Is he unselfish enough to place the 
interests of his agents above his own? 


Other Questions Proposed 


Is he aware of and does he subscribe 
to the belief, “If I unselfishly help my 
men succeed, my own success and that 
of my company in this territory is as- 
sured?” Can he blindly carry out that 
belief in his dealings? 

Does he realize the importance of 
and fundamental soundness of treating 
the public in a manner which guarantees 
their undying friendship, even at the 
expense of an immediate sale, unless, of 
course, they can be accomplished simul- 
taneously? 

Is he a long view thinker or simply 
an opportunist? 

Agent, general agent, branch manager, 
cashier, clerk, home office agency as- 
sistant, office boy, and all the other 
various and sundry types we are in 
daily contact with are human and, 
therefore, we know they will err in the 
future, but, it is our belief that the man 
who is thinking rightly today will make 
fewer mistakes than the man who is 
thinking wrongly. Hence our reluctance 
to base our decisions almost entirely on 
his past performances as seen and re- 
ported by his former associates, employ- 
ers and neighbors. We want more in- 
formation about the things in his life 
which promise to foretell him and his 
actions in the future. We want more 
than the eye can see and would be will- 
ing to pay the price of getting it. 

False starts are expensive. We believe 
that as a man thinketh is even a safer 
guide to what he will do in the future, 
than the kind of information we are 
now getting. 

Whether you agree with us or not— 
whether you think it impossible to 
gather these additional facts or not— 
you can’t take away from us the fun 
we had wrestling with the idea. 


Feature Davies at Newark 

NEWARK—C. T. Davies, author of 
“Why I Bought Life Insurance” will ad- 
dress the Life Underwriters’ Association 
of Northern New Jersey Nov. 18 at 8 
p. m. at the Mutual Benefit auditorium. 
Mr. Davies, a retired business man of 
Wyomissing, Pa., owns more than a mil- 
lion dollars of life insurance. He has 
become, through his personal experi- 
ences, such an avid missionary for the 
cause of life insurance that he answers 
more than 70 letters weekly from people 
throughout the nation asking his advice 
about the purchase of life insurance. 

The booklet “Why I Bought Life 
Insurance” is a NATIONAL UNDERWRITER 
publication and a reprint of a similar 
address made by Mr. Davies on several 
occasions. 


Occidental Covers Draftees 

The Occidental Life of Los Angeles 
has announced rules regarding coverage 
of drafted accident and health policy- 
holders along the same lines already 
promulgated by other companies, includ- 
ing the continuance of policies at old 
rates, with no application of the pro-rat- 
ing clause; rewriting of non-occupational 
and hospitalization policies on full cov- 
erage basis and reinstatement of sur- 
rendered policies within 40 days after 
discharge from service. 


War Clouse Urged 
By Leigh Cruess 


NEW YORK—Home office under- 
writers should take the lead in seeking 
general adoption of war clauses, Leigh 
Cruess, underwriting vice-president 
Home Life of New York, said in his 
presidential address at the annual meet- 
ing of the Home Office Life Underwrit- 
ers Association here. Without war 
clauses it is impossible for underwriters 
to exercise effective control over the 
amount of insurance an applicant buys, 
he said. Mr. Cruess wondered whether 
company management is not relying on 
the underwriters to protect the compa- 
nies against undue war deaths without 
the adoption of a war clause under con- 
ditions where the underwriter cannot 
hope to do so. He intimated that there 
would be rather universal adoption of 
war clauses if this situation were fully 
understood by management. 

Mr. Cruess pointed out that the prob- 
lem is not solved by issuing a certain 
limited amount without a war rider and 
putting the rider on amounts in excess 
of that. Since the applicant merely 
takes what he can get free of restriction 
and goes to other companies for their 
minimum amounts, the charge of the in- 
surance business as a whole is the same 
as if there were no clauses at all. 


Announce Life 


Counsel Program 


NEW YORK—A paper on war 
clauses will be a timely feature of the 
annual meeting of the Association of 
Life Insurance Counsel, Dec. 3-4 at the 
Waldorf-Astoria; New York City. The 
paper will be presented by L. W. Daw- 
son, vice-president and general counsel 
Mutual Life. Other papers will be read 
by G. E. Coxworth, assistant general 
counsel Ohio National Life, “Liability 
Incident to Declinations;” and A. B. 
Scott, general counsel Atlantic Life, 
“Bring ’Em Back to Life,” an acccount 
of a fraudulent disappearance case. 

J. Gerald Godsoe, assistant general 
manager Confederation Life, will speak 
on “Life Insurance in Canada—and the 
War.” H. C. Spencer will bring greet- 
ings on behalf of the American Bar As- 
sociation insurance section, of which he 
is chairman. The luncheon will be on 
the second day. There will be no 
speaker. 

P. M. Henry, general counsel Equit- 
able of Iowa, will report on the discus- 
sion on the proposed uniform act on con- 
flict of laws in relation to insurance con- 
tracts at the American Bar Association 
insurance section meeting. He collated 
the views of the life companies on this 
act and discussed them before the insur- 
ance section Mr. Henry is also vice- 
president of his company and chairman 
of the association’s executive committee. 


New York Membership Drive 


NEW YORK—More than 300 at- 
tended the New York City Life Under- 
writers Association’s meeting held to 
explain to non-members the benefits of 
association membership. President 
Lloyd Patterson, general agent Massa- 
chusetts Mutual, and other officers and 
association leaders spoke. 


Hours, Calls, Interviews 


Hours, calls, interviews—these three 
factors constitute the essential points of 
the agent’s success or failure. 

The number of hours is a matter of 
integrity. 

The number of calls is a question of 
planning. 

The number of interviews is depend- 
ent upon the character of the selected 
prospects, and the confidence born of the 
knowledge of insurance and of selling 
principles. When these three factors 
are right, applications result almost 
automatically—Washington National. 


Interesting Study. 
of Legal Phases 


Diamond Life Bulletins 
Deals with Life Insurance 
Purchase for Trusts 


An interesting study of the legal 
phases of the purchase of life insurance 
by a guardian or trustee for a ward or 
a beneficiary, with the premium paid 
out of the trust fund, is found in the 
recent release of the “Diamond Life 
Bulletins.” Obviously there are many 
occasions when the purchase of insur- 
ance Or annuities would be as advanta- 
geous to a ward or beneficiary as for 
a person who was handling his own 
funds. It is well known, however, that 
trust funds are hedged about with 
statutes which prescribe how they may 
be invested. Such laws are very old and 
in many cases life insurance and annui- 
ties were overlooked. 


Situation in Various States 


There are in fact 38 states where there 
appears to be no authority for the use 
of trust funds in the purchase of life 
insurance or annuities. It will perhaps 
surprise life insurance men that there 
are 12 states where there is either ex- 
press authority or where it would appear 
that the sound interpretation of the 
statutes would permit it. The invest- 
ment of course must be duly approved 
by the courts having jurisdiction over 
the trust. The author of the article js 
Leo P. McNally, counsel of Northwest- 
ern National Life. 

Minnesota, Massachusetts, Ohio and 
Florida have statutes authorizing this 
type of investment without restriction, 
says the “Diamond Life Bulletins.” The 
Statutes of these states are quoted. 
Arkansas, Illinois, Tennessee, Texas 
and Wisconsin have permissive statutes, 
which are quoted and analyzed. The 
situation in Pennsylvania and Kentucky 
is explained. California, Michigan, Ore- 
gon, Washington, Indiana, West Vir- 
ginia and Iowa have general statutes, 
which are discussed by the author of 
the “D.L.B.” study. 


No Advantage Taken of Conditions 


The author remarks that whether due 
to the inertia of the life insurance agents, 
the unpopularity of the law with the 
judges, the reluctance upon the part of 
guardians and trustees to purchase life 
policies and annuities, or the failure upon 
the part of the companies to encourage 
the sale of annuities and single payment 
life policies during the low interest era, 
the significant fact is that advantage 
has not been taken of the opportunities 
offered by state practice. 


Mississippi Case Cited 


It may be remarked that the reluc- 
tance of fiduciaries may be due to fear 
of a situation like that in a Mississippi 
case, where the guardian had to refund 
to the ward the premiums that had been 
paid to the ward’s life insurance. 
Mississippi, however, is not one of the 
States that permits such investments. 
The Mississippi decision should not be 
allowed to be a drawback in states 
where life insurance and annuity pur- 
chases are permitted. 





Bryant Holds Conference 


KALAMAZOO, MICH. — W. R. 
Bryant, general agent Northwestern 
Mutual, entertained 35 southwestern 
Michigan agents at an all-day sales con- 
ference. Speakers included W. W. 
Lundgren, assistant agency director, 
and Dr. W. G. Hyde, medical depart- 
ment, from the home office. Twelve men 
received service pins. 


Brewer Pittsburgh Speaker 


C. E. Brewer, assistant superintend- 
ent of agencies Mutual Benefit, spoke on 
“Silence Is Selling” at a meeting of the 
Pittsburgh C. L. U. chapter. 
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himself in St. Louis. He organized the 
Abraham Lincoln Hotel Company of 
Springfield, which operates the Abraham 
Lincoln, and has extended its scope, es- 
tablishing the Lincoln Douglas Hotel in 
Quincy, and later gaining control over 
the Hotel Quincy there. Recently Mr. 
Davis has completed lease arrangements 
on Broadmoor-by-the-Sea, Miami Beach, 
Fla. 

Since the oil boom in southern Illinois 
Mr. Davis entered the oil and refining 
business, Governor Stelle being associ- 
ted with him in some of the enterprises. 
In addition to being president of the 
Pana Refining Company, Mr. Davis is 
president of Oil, Inc., and also Loudon 
Pipeline Company, which operates a line 
from Fayette county to Pana. 


Roy L. Davis Resigns 


Roy L. Davis assistant state insurance 
director, has resigned because of his ac- 
cepting the position of western manager 
of the Association of Casualty & Surety 
Executives. The two Davises are not 
related. Mr. Palmer has not decided as 
to his future. There are some important 
matters pending in the department in 
which he was particularly interested but 
now they are out of his jurisdiction. 

Governor-elect Green, who is a Re- 
publican, undoubtedly will consult insur- 
ance as well as other people before he 
makes an appointment. He gave his 
pledge during the campaign that the de- 
partment would be maintained on the 
same high order that it is at present. 


WISCONSIN 


There will be no change in the Wis- 
consin insurance commissionership since 
Governor Heil, Republican incumbent, 
was returned to office with the entire 
slate of other Republican state officials. 
Morvin M. Duel of Fond du Lac, who is 
the present commissioner was appointed 
Sept. 20, 1939. His term will expire June 
30, 1943. 


WASHINGTON 


Commissioner W. A. Sullivan was re- 
elected for a third term, winning by a 
three to two majority over his Repub- 
lican rival, Fred C. Becker, formerly as- 
sistant manager Equitable Society in 
Seattle. With over two-thirds of the 
precincts reported, Commissioner Sulli- 
van had amassed 275,306 votes to Mr. 
Becker’s 190,688 and was steadily piling 
up an even greater lead. 

Commissioner Sullivan showed great 
personal strength in winning the cam- 
paign for reelection, because while most 
of the Democrats were successful, the 
race for the governorship was so close 
that it will not be decided until late this 
week after the absentee ballots are 














counted. He ran far ahead of the state 
ticket. 
Mr. Sullivan first took office in 1932 


after ousting the late H. O. Fishback 
in the Democratic landslide. He was 
elected by an overwhelming majority in 
1936 and is now assured of another four 
years in office. Beginning with the new 
term in January, 1940, his salary will be 
increased from $5,000 to $6,500 an- 
nually. The increase was passed by the 
1939 legislature. 


INDIANA 


A very peculiar situation has devel- 
oped in Indiana as a result of the elec- 
tion. H. P.  Schricker, Democratic 
lieutenant governor, has been elected 
governor, but every other office in the 
state house went Republican and the 
legislature is largely Republican, Noth- 
ing like this has occurred in Indiana be- 
fore since 1891, when there was a Re- 
publican governor and everything else 
Democratic. As the governor has the 
appointing power under the existing 








customs it is apparent that he will have 
much to say as to appointments, in- 
cluding that of insurance commissioner. 
There are already being formulated 
ways and means for tying his hands 
through a legislative committee that 
might be set up to dispense patronage. 
Therefore, at this time there is consid- 
erable confusion as to what may occur. 
The present commissioner is F. J. Vieh- 
mann of Indianapolis, who was head of 
a local agency and is a Democrat. In- 
asmuch_ therefore as Commissioner 
Viehmann and the governor are Demo- 
crats there may not be any change. 


IOWA 


The general election had no effect on 
the Iowa insurance commissionership, 
with Commissioner C. R. Fischer serv- 
ing an appointive term which expires 
June 30 -—, He was appointed in 
February, 1939, by Governor Wilson, 
who was Pry for his second term as 
governor. Mr. Fischer, prior to his ap- 
pointment as commissioner, served as 
campaign manager for Governor Wilson. 


NEW JERSEY 


While it is too early to predict as to 
whether there will be a new insurance 
commissioner in New Jersey, due to the 
fact that a new governor has been 
elected, it is generally felt among those 
in “the know” that the present official, 
L. A. Reilly, will be retained for another 
three years. He has made himself pop- 
ular with the insurance fraternity 
throughout the state, and insurance ex- 
ecutives and agents are hoping that he 
will be re-appointed. Col. W. H. Kelly, 
at one time insurance commissioner and 
at present Democratic leader of Essex 
county, has been mentioned here and 
there, as a possible appointment, but 
Gov.-elect Edison has no one in mind 
and is a personal friend of the present 
commissioner. 


TEXAS 


Reelection of President Roosevelt 
along with a full slate of Democratic of- 
ficials in Texas will effect no change in 
the setup of the board of insurance com- 
missioners. Governor O’Daniel won 
reelection for a second term by an over- 
whelming majority. While the gover- 
nor is the appointive power over the 
Texas board, no change in its person- 
nel is in prospect until the six-year term 
of Marvin Hall as the fire insurance 
commissioner expires Sept. 1, 1942. 
Governor O’Daniel already has made 
two appointments on the three-member 
board. At the outset of his first term, 
which began nearly two years ago, for- 
mer State Senator W. C. Woodward 
was confirmed by the senate, which had 
rejected two other nominees previously, 
for a six-year term as life insurance 
commissioner and chairman of the 
board. His term continues until 1944. 
He has returned to active performance 
of his duties after an illness during the 
earlier part of the year. 




















Casualty Commissioner 


Just recently the governor appointed 
Reuben Williams, former Fort Worth 
lawyer, member of the governor's secre- 
tarial staff, and a campaign director for 
Governor O’Daniel, casualty insurance 
commissioner, succeeding R. G. Waters. 
The appointment is yet to be confirmed 
by the senate. The legislature meets 
Jan. 14 for a biennial session, at which 
time the appointment will come up for 
review by the senate. 

While no change in personnel of the 
commission is in prospect until year 
after next, unless there be resignations, 
there is some talk, thus far without con- 
firmation, that Governor O’Daniel may 
recommend to the next legislature aboli- 


























One Reason For hanks 


Those dependent women and children 
who are protected against the uncertain- 
ties of the future by sound life insurance 


have much for which to be thankful. 


But there are hundreds of thousands 
remaining who have no such safeguard 


and who are just as deserving of it. 


Look about you! Perhaps the 
providers in these families need 


your counsel and persuasion. 
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tion of 
and 
plan. 


the three-commissioner system 
substitution of a one-commissioner 
An inquiry at the governor’s of- 
fice on whether or not such a recom- 
mendation was contemplated or under 
consideration was not answered, either 
affirmatively or negatively. 


KANSAS 


C. F. Hobbs, Kansas insurance com- 
missioner, was reelected for his seventh 
term by a large majority over the 
Democratic candidate, Frank Dejaegher 
of Topeka. Beginning his insurance ca- 
reer as a local agent at Baldwin, Kan- 
sas. Mr. Hobbs served as examiner and 
actuary in the Kansas department for 
12 years before his first election as com- 
missioner in 1928 


MISSOURI 


F. C. Donnell, Republican, was elected 














governor of Missouri by a slim lead 
over Democrat Lawrence McDaniel. 
Che official count has not been com- 


pleted but it is taken — granted that 


Donnell will keep his lead. The plural- 
ity of 3,286 is based on official returns 
from 72 counties and unofficial returns 
trom Louis and the remaining coun- 
ies. This will mean a new insurance 
superintendent to succeed R. B. Lucas, 
who 1s a Democrat. Judge Lucas, how- 
ever, intended only to take over the 
fice as a personal favor to Governor 
Stark. If a Democrat had been elected 


governor there undoubtedly would have 
been a change as Judge Lucas did not 
lesire to continue in office. 


OHIO 


Inasmuch as Governor Bricker of 
Ohio a Republican, was reelected, un- 
doubtedly Superintendent John A. Lloyd 
will be continued in office as the gov- 
ernor appointed him to this position at 














the beginning of his first term. Super- 
intendent Lloyd has made a very ac- 
ceptable official. 

Much interest is being taken in the 
situation in Utah regarding the insur- 


ance commissionership inasmuch as (, 
C. Neslen, present incumbent, is a prom- 
inent man in the state and is the im- 
mediate past president of the National 
\ssociation of Insurance Commission- 
In the event of his not being a 
andidate to succeed himself, it is felt 
y a number in the insurance fratefnity 
that an insurance man should be chosen. 
Utah went Democratic by an _ over- 
] 1g majority. 

Maw, Democratic candidate for 
Z£overnor, nowever, won over a very 
4jority. Commissioner Neslen is 
of the same political faith as the gov- 
ernor-elect. He was appointed by Gov- 
ernor Blood on March 11, 1937 
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¢, to serve 


tour years. Since 1925 he has been chap- 
ain of the Utah state national guard, 
ranking as major. Subject to his pass- 


ing the federal requirements next month, 
he will join the national guard when 
that unit is called into tive service 
he first of the year. It is understood 
he will request a leave of absence for 
duration of his military service. If 
Neslen is not a candidate 


(_ommiussioner 


for reappointment the names most prom- 
inently mentioned for the place are 
Deputy Commissioner C. N. Ottosen; 
W. A. Carter, associate general agent 
Penn Mutual Life; F. E. Walker, United 
Benefit Life, who is at present state 
nspector of selective service; T. W. 
Muir, the Selbach Insurance Agency, 
former president Utah Association of 
Insurance Agents; O. E. Vombaur, vice- 
resident and manager insurance de- 
partment Union Trust Company; W. 
M. Jones, manager Business Men’s As- 


surance; Parnell Hinckley, agent Bene- 


ficial Life, who was elected a member 
of the house of representatives; Frank 
W. Liston, agent Mutual Life of New 
York, former member of the state leg- 
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and Utah director of the cen- 
sus; E. Miller, manager insurance 
department Tracy Loan & Trust Co.,, 
all of Salt Lake City. C. J. Meador, 
Moab, an agent and former state legis- 
lator, is also mentioned as are Francis 
Fowles of Ogden, former state senator, 
and a Democratic candidate for Con- 
gress; Othello Hickman of Logan, gen: 
eral agent Pacific National Life. 


MICHIGAN 


Results of the past week’s election in 
Michigan are apt to have more far- 
reaching results on the state insurance 
department than any election in recent 
years. Not only will a new commis- 
sioner be a certainty but it appears 
equally sure that much of the personnel 
of the department will be overturned be- 
cause of the adoption by the voters of a 
constitutional amendment setting up a 
civil service system of a particularly 
drastic and rigid character. 

Governor Dickinson was defeated by 
M. D. Van Wagoner, state highway 
commissioner, although Michigan voters 
generally favored the Republican candi- 
dates from the national ticket down with 
a few exceptions, Governor Dickinson, 
who appointed the present commis- 
sioner, Col. J. G. Emery was decisively 
beaten by Mr. Van Wagoner who, while 
heading the state Democratic organiza- 
tion, is popular among Republicans and 
enjoyed the added advantage of com- 
parative youth. Many voters obviously 
thought that Governor Dickinson, 81 
years old, should have retired. 


Will Replace Col. Emery 


Commissioner Emery’s replacement is 
taken for granted, even by himself, be- 
cause of the fact that he has been active 
in Republican politics for years and par- 
ticipated in the recent campaign as 
chairman of the Kent county (Grand 
Rapids) Republican committee. As to 
his successor, however, there has been 
little speculation as yet. His predeces- 
sor, C. E. Gauss of Marshal served dur- 
ing both of the last two Democratic 
administrations, and is considered a pos- 
sible choice for a “third term.” About 
the only other name mentioned so far 
by post-election gossipers is that of J. 
W. Mundus of Ann Arbor, former 
president of the Michigan Association 
of Insurance Agents and active leader 
in the Business Development Office 
campaign for several years. 

Effect of the Amendment 

The effects of the civil service amend- 
ment, it is feared, may be extremely 
serious in possibly depriving the depart- 
ment of experienced employes who have 
survived political vicissitudes for many 
years because of their obvious compe- 
tency. The amendment, which was 
backed by a reform group dissatisfied 
with the present civil service law, takes 
the personnel problem entirely out of 
the hands of the legislature and state 
officers. Under its terms the incoming 
governor is empowered to appoint a 
four-member, bi-partisan, non-salaried, 
staggered term commission which is to 
direct setting up a civil service system 
which is to be based entirely on an open 
competitive examination system. 


islature, 











GEORGIA 


The recent election brought no chang 
in the political status of the se 
commissioner ot 





Georgia, as H. C. 
Parker of Statesboro was named in the 
primary of Sept. 11, this 
being equivalent to election. He de- 
feated Downing Musgrove, appointed 
last summer to succeed the late W. B. 
Harrison. 


MINNESOTA 


Democratic 











Reelection of Governor Stassen and a 
strongly conservative legislature has 
turned the attention of insurance leaders 
of Minnesota to administrative and leg- 


islative prospects of the insurance busi- 


ness. Chief speculation at the moment 
is over the commissionership of insur- 
ance. The six-year term of Commis- 
sioner Frank Yetka expires Feb. 1, 1941, 
and the assumption among insurance 
men is that for party reasons he will be 
replaced. He took office under a 
Farmer-Laborite administration and is 
one of the few representatives of that 
party still holding an administrative 
office in the state. However, Mr. Yetka 
more than two years ago broke with the 
Farmer-Labor leadership and has not 
been active in party affairs since then. 
Three well known insurance men 
have been mentioned for the commis- 
sionership. They are Herbert Nelson of 
the Travelers in Minneapolis; Ellis 
Sherman, with Penn Mutual Life, Min- 
neapolis, and Newell Johnson, local 
agent at Bemidji. All three have been 
active in the Republican party. If, how- 
ever, Governor Stassen follows the ad- 


vice of some influencial insurance men, 
he will pick a commissioner from out- 
side the insurance field. That has been 
the practice of past governors. 

Although the legislature will be con- 
servative in both houses there are sure 
to be many undesirable bills presented. 
The chief battle will be over compulsory 
automobile liability insurance, with the 
agents’ qualification bill a runner-up. 
The legislative committee of the Insur- 
ance Federation of Minnesota met the 
past week to survey the situation. 


NEBRASKA 


The election of a Republican governor 
in Nebraska makes it certain that In- 
surance Director Charles Smrha, who 
has held the office since August, 1935, 
will be supplanted following the inaugu- 
ration of the new regime Jan. 9. The 
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You can hardly imagine the doctor who would come to you with 
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absence of Governor-Elect Dwight Gris- 
wold on a deer-hunting trip undertaken 
immediately after election makes im- 
possible any speculation as to his suc- 
cessor. Insurance men are discussing 
the practicability of getting behind some 
practical and experienced insurance man, 
and urge his selection on the ground of 
the importance of insurance in the lives 
of the people and the need of adequate 
protection to policyholders which can be 
assured only by naming a man versed 
in the business. Mr. Smrha was a 
banker. During his term the department 
was supplied with an attorney who de- 
voted his full time to problems of en- 
forcement, for the first time in the his- 
tory of the department. 





ARIZONA 





The 1940 election will have no bearing 
or cause any change to be made in Ari- 
zona. Indications are that Roy Rum- 
mage, who now serves as_ insurance 
commissioner under the Arizona cor- 
poration commission, will continue to 
hold the post to which he was appointed 
about five years ago 

The reason is plain. Mr. Rummage 
was appointed by W. T. Wright, cor- 
poration commission chairman, and 
Amos Betts, who compose the majority 
bloc. W. M. Cox, present minority 
member, who was defeated for reelec- 
tion, will be replaced by William Peter- 
sen, present state treasurer. 

Whether Mr. Petersen favors contin- 
uation of Mr. Rummage’s administra- 
tion—there hasn’t been any indication 
that he does not—it will not make any 
difference, because Wright and Betts 
could easily override his wishes. 

In Arizona, corporation commission- 
ers are elected for six-year terms, one 
member being up at each election. 
Petersen sought the commissionership 
because state laws prevent a treasurer 
from serving more than one consecutive 
term. 


FLORIDA 


J. E. Larson was elected state treas- 
urer of Florida and ex-officio insurance 
commissioner. He will take office Jan. 
7. He was formerly collector of internal 
revenue at Jacksonville. He succeeds 
W. V. Knott, who retires from business 
- a long and useful career in public 
ife 


MASSACHUSETTS 


ce. B.y; Harrington, whose term as 
Massachusetts commissioner expires 
next April, apparently has the excep- 
tional privilege of being honored with 
a reappointment, or of retiring and re- 
suming his former position with a. lead- 
ing Boston general agency. Also there 
are rumors that Mr. Harrington may 
be offered a partnership in an old estab- 
lished Boston general agency which is 
to take two young men into partnership 
on the first of the coming month, 
although the head of that agency will 
not confirm the rumor. 

It is generally conceded that Mr. Har- 
rington has worked hard in his position 
at the department. At the outset he was 
faced with difficult problems connected 
with the failure of two mutual automo- 
bile liability companies which created an 
insurance and political scandal in the 
State. In succeeding months nearly a 
score of mutual casualty companies 
were organized and sought to enter the 
automobile field in the state and Mr. 
Harrington, up to date, has succeeded 
in keeping aH such from being licensed. 
He has also successfully upheld his 
stand that Massachusetts has enough in- 
surance companies at the present time. 














Harrington is a Democrat 


Although Mr. Harrington is a Demo- 
crat and the governor is a Republican, 
it is well known that Governor Salton- 
Stall is averse to making any changes on 
party lines and it is believed Mr. Har- 
rington can continue in his present job 








Alert Agent Did Good 
Work on Election Day 


Most life men felt that it would 
be useless to try to do any work 
on election day. Everybody was 
more interested in politics than 
anything else and all were watch- 
ing election returns. There was 
much bitterness on all sides. 
Therefore in the opinion of these 
men little could be accomplished 
by attempting to sell life insur- 
ance. 

Joseph Skrinar of Joliet, IIl., 
agent of the Mutual Benefit Life, 
had a different idea. He thought 
that perhaps on election day would 
be a good time to go out among 
some of his prospects and see 
what he could do. He closed four 
applications for $32,500 on that 
day. Mr. Skrinar is an old hand 
at setting sales records. Back in 
1927 he wrote 731 applications for 
$838,650 in one month. 








if he cares to. There is also a well 
known Damon and Pythias relationship 
between the commissioner and the pres- 
ent lieutenant governor which would go 
a long way in keeping him in the office. 
At the same time it is understood that 
Mr. Harrington may have again his old 
position in the office of OBrion & Rus- 
sell if he prefers it to further public 
service. 


OTHER STATES 


There will be a change in Rhode 
Island, inasmuch as the Democratic 
ticket was elected in that state. H. L. 
Waller, banking and insurance commis- 
sioner, will undoubtedly be out. H. M. 
Morin, deputy, is in special charge of 
the insurance department. 

By the election of a Democratic gov- 
ernor in Idaho, it is certain that there 
will be a change in the insurance de- 
partment. It is a foregone conclusion, 
say the insurance men of that state, that 
Insurance Director T. M. Walrath will 
not be reappointed. It is felt that no 
one has any idea who will be appointed. 
The election in Idaho was something of 
an upset. 

The present governor of New Mexico 
was reelected so that no change is ex- 
pected in the personnel of the insurance 
department. R. F. Apodaca is superin- 
tendent of insurance. 

With the election returns all in in 
North Dakota except 281 rural precincts 
out of a total of 2262, Commissioner O. 
E. Erickson has 119,596 against his op- 
ponent’s 93,938. His opponent was 
Ole Olson, former governor of North 
Dakota. 








Arkansas Change Expected 


Homer M. Adkins, new governor of 
Arkansas, is expected to appoint a suc- 
cessor to Commissioner M. J. Harri- 
son. A. B. Hill, Union Central, Little 
Rock, a prominent supporter of Mr. Ad- 
kins is considered the likely choice. He 
is former state commissioner of educa- 
tion and former president of Ouachita 
College and is well qualified for the post. 

With South Dakota carried by a large 
margin by the Republicans and Gover- 
nor Bushfield reelected, it is not likely 
that there will be any change in the 
present setup. All indications are that 
Commissioner George W. Burt will con- 
tinue for another term. 

E. B. Sims was reelected West Vir- 
ginia state auditor and ex-officio insur- 
ance commissioner for the third term. He 
undoubtedly will retain Harlan Justice 
as deputy commissioner in immediate 
charge of the insurance department. 

As there was no change in the head 
of the state government in Tennessee in 
the recent election, Commissioner J. M. 
McCormack will undoubtedly continue 
in office as the governor announced be- 
forehand that he would make no change 
in his cabinet. 





Any Day Now 
Might Be 
Thanksgiving 


Get your turkey and start fatten- 
ing him . . . and be ready. 


And don’t forget to give solemn 
thanks that you’re an American, 
living in a nation blessed with 
peace, and willing to fight only 
to preserve peace and freedom. 


Give thanks, too, because there 
is still room for individual initia- 
tive, and because there is such a 
thing as Life Insurance which 
makes it possible for men to use 
their initiative in planning their 
own futures, and permit them to 
build certainty into their plans. 
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Excellent Way to Pay a Tribute 


THE Chicago Accident & Health As- 
sociation inaugurated a very delightful 
and deserving custom in that city 
Wednesday evening of this week when 
it gave a dinner in honor of Thomas 
Hook of Detroit, superintendent of the 
personal accident department of the 
Standard Accident at the head office. Mr. 
Hook is rounding out 46 years of service 
with the company and is regarded as 
one of the foremost authorities in his 
specialty. He has seen the accident busi- 
ness grow, develop, evolve until it has 
become one of the major premium pro- 
ducing departments. Mr. Hook, there- 
fore, is the first man to be honored in 
this unusual way. 

It will be the purpose of the organiza- 


tion to have a similar banquet every year 
and honor others who have taken a con- 
spicuous part in the development and 
underwriting of accident business. This 
enables the Chicago Accident & Health 
Association to have a feature that is well 
worth while, that is out of the ordinary, 
that has a deserving purpose. It will bring 
to the fore those who have become signally 
successful and furthermore it affords 
the opportunity for its members to come 
in contact with the higher ups in the 
business. 

This custom being inaugurated by the 
Chicago Accident & Health Association 
is one that might well be emulated by 
other organizations in different lines of 
insurance. 


Agency Force Always on Guard 


In tHE TNEC investigation of life in- 
surance one of the dis- 
covered was the fact that directors and 
officers of mutual companies had a self 
perpetuating system and the policyhold- 
ers had little or nothing to say. They 
are given no voice in selection of direc- 
tors, according to the TNEC, and hence 
in its opinion this is a deplorable situa- 
tion. As a matter of fact, perhaps no 
satisfactory method could be worked 
out where policyholders could vote in- 
telligently for directors. 

The big safeguard against harmful 
methods or destructive policy on part of 
officers and directors rests in the field 
men. Let any home office attempt any- 
thing culpable, anything decidedly 
wrong or dangerous,—the agency force 
would rise in its might and see to it 
that there was either a right about face 
or that an entirely new set of directors 
was elected. The agency force, after all, 
is the great governing power. No com- 


so-called evils 


pany for an instant could defy any or- 
ganized agency body. There have been 
a few times in the past when a man- 
agreement had decided on a line of pro- 
cedure to which the agents objected be- 
cause it was unfair. The very moment 
that the agents protested in large num- 
bers the officials saw the downfall of the 
objectionable plans that had been pro- 
posed. 

One great safeguard to life insurance 
today is the alert eye of the men carry- 
ing the rate book, those who are out in 
with 


the field in close touch policy- 
holders. They feel a real sense of re- 
sponsibility because they have sold in- 


surance and the purchasers are holding 
them morally responsible. There have 
been very few instances where a home 
office undertook to violate its trustee- 
The agents are the best informed 
and best equipped people to decide 
whether a company has the right type 
of directors or not. 


ship. 


Patriotic Mission for Lite Agents 


Lire agents have a patriotic mission 
ahead of them in cooperating with our 
national defense program. The huge 
expenditures for national preparedness 
are bound to bring increased national 
income. One of the great problems will 
be to keep the public from spending its 
increased income on non-essentials and 
luxuries to the extent that the manufac- 
turers of these products will compete 
with the defense industries for man- 
power and equipment. Although this is 
not yet a pressing problem, it is being 
studied intently by the national defense 
commission. 


Canada is facing this condition now. 
Employment is at an all time high. Al- 
though higher income taxes tend to cur- 
tail the purchasing power of those in the 
higher income brackets, the average wage 
earner has more money to spend. Be- 
fore the Life Agency Officers-Research 
Bureau meeting in Chicago, J. G. Par- 
ker, general manager Imperial Life of 
Canada, reviewed this situation and said 
that it is vitally important to his coun- 
try’s welfare that life agents seek to 
turn these increased earnings into in- 
creased savings. 

“We in Canada feel that nothing can 


be more detrimental in our war effort at 
this time than to have large increased 
spendings follow upon increased earn- 
ings creating a demand for non-essen- 
tials, using manpower for the manufac- 
turer of such non-essentials where all 
available manpower is urgently needed 
in war industry,” Mr. Parker declared. 

“It is considered to be vitally neces- 
sary to our nation that we should pre- 
vent the creation of that vicious circle 
of increased prices following increased 
spending following increased earnings 
and we believe that through the institu- 
tion of life insurance we can, in some 
measure, substitute increased savings for 
increased spendings,” Mr. Parker 
pointed out. ‘Moreover, through the 
medium of life insurance we can create 
for the earners of today a backlog of 
savings to stand in good stead at a time 


when employment will not be so great, 
when war industries will have ceased 
and when the dominion will again be en- 
tering upon the conduct of its normal 
business. With the war having been 
brought to a successful conclusion the 
savings of the people will be one of the 
great influences in assisting our country 
to re-establish itself again in the ways 
of peace.” 

That same challenge which now faces 
Canadian life insurance men undoubt- 
edly will be faced in the United States 
in coming months. Life agents who 
have their patriotism stirred by the 
world crisis this country faces do not 
need to wear a uniform to serve their 
country. They can render real service 
by redoubling their efforts in getting the 
public to save increased earnings 
through the best medium ever devised. 








PERSONAL SIDE OF THE BUSINESS 





T. W. Ozlin, member of the Virginia 
corporation commission with supervision 
over the insurance department, has been 
reelected to the Farm Credit Board of 
Baltimore by production credit associa- 
tions of Virginia, Pennsylvania, Dela- 


ware, Maryland, West Virginia and 
Puerto Rico. 
The wedding of Edward Warren 


Wohlgemuth of Indianapolis, son of 
President Albert J. Wohlgemuth of the 
Rough Notes Company, will take place 
Nov. 29 at the Second Presbyterian 
Church in that city when he will marry 
Miss Virginia Balke, daughter of Mr. and 
Mrs. Frank C. Balke. A reception will 
immediately follow the ceremony at 
Propylaeum, 40 West 32nd street. He 
is a nephew of President John F. Wohl- 
gemuth of THE NATIONAL UNDERWRITER. 

Mr. Wohlgemuth is a graduate of the 
University of Michigan, class of 1937, 
and of the Harvard School of Business 
Administration, class of 1939, where he 
received the M. B. A. degree. Miss 
Balke attended Gulf Park College at 
Gulf Park, Miss., and Smith College. 

Mr. Wohlgemuth, while in college, 
sold insurance in Indianapolis and trav- 
eled as a salesman for THE NATIONAL 
UNDERWRITER during vacations. Since 
graduation, he has been with the Rough 
Notes Company, both as a salesman and 
in the office, and as treasurer of the 
Thomas & Evans Company, trade type- 
setting shop closely connected with 
“Rough Notes.” 

C. P. Fell, president Empire Life of 
Toronto, has been appointed by the 
Canadian government to the important 
new board of federal referees for the 
excess profits tax. 

W. M. Rothaermel, agency vice- 
president Pacific Mutual Life, was 
honor guest at a dinner given by Lem 
C. Swinney, Dallas general agent. 
Agents and their wives attended. Mr. 
Rothaermel was presented to a group 
of Dallas business men at a luncheon. 

W. H. Wills, president of the Wills 
Insurance Agency, Bennington, Vt., 
former president and national council- 
lor of the Vermont Association of In- 
surance Agents, who has served as lieu- 


tenant-governor of Vermont for the past 
two years, has been elected governor. 


C. Petrus Peterson, general counsel 
Bankers Life of Nebraska, was elected 
to the Nebraska legislature. He pre- 
viously served several terms. 


Cecil F. Cross, vice-president Lincoln 
National Life, spent a portion of last 
week in Los Angeles, visiting the W. T. 
Shepard general agency and holding an 
agency meeting, after which he was 
guest of honor at a luncheon. F. W. 
Gale, superintendent of Pacific Coast 
agencies, accompanied Mr. Cross. 

F. H. Garretson, manager Fidelity 
Mutual Life in Los Angeles was elected 
president at the annual meeting of the 
Alumni Association of the University 
of Iowa. 

H. H. Armstrong, vice-president 
Travelers was a visitor in Los Angeles. 

Maj. C. H. Baldwin, who has been 
with the Seattle agency of the Massa- 
chusetts Mutual for six years, and one 
of its leading producers, has been called 
into active military service. He com- 
mands the 1st Battalion, 6th Regiment, 
of U. S. Marine Corps Reserves, which 
‘Seattle Thursday morning, enroute 
for San Diego, Cal. This battalion is 
comprised of men from Seattle and 
other sections of the state. They will 
be away for an indefinite period of 
service. 

Mott A. Brooks, former secretary of 
the Life Presidents Association, has 
been elected burgess at Mansfield, Pa. 
He went there two years ago after he 
retired from the presidents’ organiza- 
tion. 

H. E. Macauley, John Hancock Mu- 
tual Life, Newport, R. I., was elected 
mayor of Newport. 

Harold §. Dorion, Detroit, former 
general agent of American Mutual Life, 
is now recuperating at his home follow- 
ing a serious operation. He was stricken 
while making a business call. 

T. F. Temple, second vice-president 
John Hancock Mutual Life since 1937, 
who has been in ill health for some time, 
is retiring after 43 years service. Mr. 
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Temple started as a clerk in the agency 
department, became home office in- 
spector three years later, then super- 
visor of agencies. In 1917 he was made 
assistant superintendent of agencies and 
superintendent in 1920. He was made 
second vice-president in 1937. 


John L. Shuff, Union Central general 
agent, Cincinnati, and past president of 
the National Association of Life Under- 
writers, is making steady progress at 
Christ Hospital there, where he recently 
underwent an operation. Mr. Shuff’s 
doctor advises him that he will be able 
to return home soon. 


Richard Boissard, vice-president and 
general manager National Guardian Life, 
Madison, Wis., has been elected a di- 
rector of the Madison and Wisconsin 
Foundation, a group of business, com- 
mercial, industrial and professional men 
interested in promoting the welfare of 
the city and state. 


George L. Dyer, Sr., general agent of 
the Columbian National Life at St. 
Louis, who has been ill for some time, 
is now recuperating and will leave 
shortly for a two months sojourn in 
Florida. 

Dr. John B. Steele, vice-president and 
medical director Volunteer State Life, 
has been appointed a member of the 
appeal board to handle appeals from 
local selective service boards by Gov- 
ernor Cooper of Tennessee. An over- 
seas veteran, Dr. Steele has long been 
prominent in American Legion circles, 
being a past president of the Tennessee 
department. 


Louis E. Throgmorton, north Lou- 
isiana associate general agent of the 
Aetna Life, has been elected president 
of the Shreveport Kiwanis Club. He 
will be installed at the January meeting. 

S. A. Kent, Salt Lake City manager 
of the Prudential, who recently under- 
went a major operation, has returned to 
his home where he is now convalescing. 
He hopes to return to his office very 
soon. 


W. R. Spinney, trust adviser of the 
Anglo-California National Bank in San 
Francisco for the past three years, has 
resigned to take charge of public rela- 
tions and business development for the 
Title Insurance & Trust Company of 
Los Angeles and the Union Title Insur- 
ance & Trust Company of San Diego. 
Before entering the banking field, Mr. 
Spinney was general agent of the State 
Mutual Life in San Francisco for several 
years and later was a personal producer 
for the Fidelity Mutual Life. Previously 
he had served as agency supervisor of 
the Franklin Life in the territory west 
of the Missouri. He served as president 
of the San Francisco Life Underwriters 
Association, and was one of the leaders 
in formation of the California state asso- 
ciation. 


Mr. and Mrs. R. J. Finnegan an- 
nounce the marriage of their daughter, 
Ruth Finnegan Morris to C. R. Cor- 
coran at St. Ignatius Chapel, Chicago. 
This brings together two insurance peo- 
ple. The bride’s former husband, the 
late Fred H. Morris, was an agent and 
supervisor in the Paul W. Cook agency 
of the Mutual Benefit Life in Chicago. 
After his death Mrs. Morris became an 
agent in the Bruce Parsons agency of 








OPENING FOR 
AGENCY 
SUPERVISOR 


Prominent life insurance company 
with real record for consistent 
growth and aggressive action has 
opening for high grade home office 
agency supervisor. Must have 
proved record for successful joint 
selling and field coaching. Give 
full information, age, experience, 
salary desired, etc. Our own or- 
ganization knows of this ad and 
replies will be held in strict confi- 
dence. Address Box No. M-43, 
The National Underwriter, 175 W. 
Jackson Blvd., Chicago, III. 




















the Mutual Benefit Life. Mr. Corcoran 
iS assistant agency superintendent of the 
Manhattan Life located in Chicago. 

R. K. Lindsley educational director of 
the Farmers & Bankers Life, Wichita, 
and son of President H. K. Lindsley, has 
been called into service as R.O.T.C. in- 
structor at the University of Missouri 
with the rank of first lieutenant. He 
received his reserve commission in 1937, 
having already had a year’s active duty 
service. 

Final arrangements for the Cincinnati 
eighth annual charity horse show Nov. 
21-23 for the benefit of Children’s Hos- 
pital are being made by the committee 
of which C. M. Williams, executive vice- 
president Western & Southern Life, is 
chairman. 

W. T. Earls, general agent Connecti- 
cut Mutual, and W. J. Williams, division 
superintendent of agencies Western & 
Southern Life, are active as program 
chairman and chairman of the ushers, 
respectively, in preparations for Cincin- 
nati’s annual charity ball for the sick 
poor, sponsored by the Dominican 
sisters. 

John D. M. Hamilton, vice-president 
Pyramid Life, Topeka, and Mrs. Jane 
Kendall Mason, Washington, were mar- 
ried at Mrs. Hamilton’s residence at Golf- 
view, Tampa, Fla. They will spend 
their honeymoon in Hawaii. Mr. Ham- 
ilton recently resigned as executive di- 
rector of the Republican national com- 
mittee. 





DEATHS 


B. W. Halvenston, 74, Live Oak, Fla., 
local agent, died suddenly. He also was 
the oldest agent of the New York Life 
in the south, a Nylic, and with that com- 
pany 48 years. 

C. J. Bleichner, vice-president and 
director of the Knights Life of Pitts- 
burgh, died the other day. 





Oklahoma Mortgage Loan 
Situation Is Analyzed 


TULSA, OKLA.—In analyzing mort- 
gage holdings in Oklahoma before the 
Oklahoma Association of Insurors here, 
C. C. Ingle, secretary-manager Tulsa 
Federal Savings & Loan Association, 
pointed out that although this is a pe- 
riod of easy money, real estate loans 
are being made upon a sounder basis 
than heretofore. In the last 10 years 
more has been learned about property 
values, land utilization, rents, neighbor- 
hood trends, interest rates, construction 
and other factors involving values of 
real property. 

Life insurance companies are the 
leading mortgage investors in Oklahoma 
with $25,500,000 invested in farm prop- 
erties and $40,540,000 invested in urban 


properties. All mortgage holdings in 
Oklahoma total $279,544,000. Savings 
and loan associations dominate the 
urban field with $62,685,000. On Dec. 


31, 1939, 82 life companies held Okla- 
homa mortgages, 18 in excess of $1,000,- 
000 each. The largest invested by one 
company was $11,728,642 the next larg- 
est being in excess of $7,000,000, while 
another company had $5,500,000 and the 
fourth $2,250,000. In 1939 Oklahoma 
mortgages held by ‘life companies in- 


creased $3,000,000. Farm mortgages, 
however, decreased $1,250,000, the in- 
crease being represented by urban 
mortgages. 


In pointing to the value of mortgage 
loans, Mr. Ingle cited the HOLC rent 
collections for the first eight months. 
Out of every $100 in rent that matured 
it collected $99.70. Inasmuch as 
these loans are made to people wholly 
in distress, it indicates that the average 
American family is still vitally interested 
in keeping a home and will meet pay- 
ments which are within means and abil- 
ity to pay. 





W. V. Woollen, agency vice-president 
Capitol Life of Denver, has been spend- 
ing several days with Sam Cowan of 
Tulsa, Oklahoma state manager. 
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“POLICYHOLDERS’ 
MONTH” is an example of 
the outstanding service ren- 
dered by Union Central— 
why Union 


helps explain 


ar 


UNION CENTRAL! 











Central is known as a policy- 
holder’s company—why such 
a good percentage of new 
business is annually written 
on the lives of old policy- 
holders. 
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“NEWS OF THE COMPANIES 





Great-West Names New 
Eastern Superintendent 


The Great-West 
Claude F. Dunfee 
eastern agencies. Mr. 
former] 


Life has appointed 
superintendent of 
Dunfee, who was 
Ontario 


superintendent = of 














CLAUDE F. DUNFEE 


agencies and manager of Toronto i 
branch, will now devote his full time to 
the supervision of the company’s agen- 
cies in Ontario, Quebec and the mari- 
time provinces. His headquarters will 
ontinue to be in Toronto. 


He has always been active in the as- 
sociation affairs and is now a director 
f the Life Underwriters Association of 


nada 


Observes ‘Pearl Anniversary” 

The Washington National is starting 
its “pearl anniversary year,’ commemo- 
rating the completion of 30 years of 

In observance of the anniver- 
a northern division regional con- 
ference was held at Springfield, II1., 
where the company was organized by 
President George R. Kendall, Nov. 6, 

The southern regional conference 
iloxi, Miss., the central di- 
go and the eastern divi- 
York. 





as held at 


Farm Bureau Life Er Enters N. Y. 


u Life, which is owned 
th Bureau cooperatives, has 
been licensed in New York. The an- 
ouncement was made by President M. 
Lincoln at a joint meeting of the 
erative League and East- 
Cooperative Wholesale. Mr. Lin- 
company now has 
$40,000,000 insurance in force as com- 
pared to $14,000,000 when it was pur- 
f a a ago. 
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Old Line Life Reports Gains 


Old Line Life of America reports as 
life insurance in force $81,- 
and admitted assets at an all- 
ime high of $23,313,339. The first nine 
nonths increases were registered in new 
urance in force, accident and 
surplus and assets. 
orce gained $1,452,352, new 
usiness was 8.5 percent higher and ac- 
premiums gained 42 
corresponding 1939 
period. In addition to the $425,000 re- 
for fluctuation in assets, $116,456 
surplus, increasing the 
atter to $852,165. Gross income for nine 
onths was $3,201,770, an increase of 
$239,344. Disbursements were $2,482,415, 

] gy $93,819 in taxes and $1,505,981 
to policyholders and bene 
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London Life Dele Building 


The London Life has decided to post 


none for the duration of the war. the 


building of an addition to the head office 
structure in London, Ont. President 
E. E. Reid says the company was mind- 
ful of the need in Canada for men, ma- 
terials and money. 


Report on Great States 


The Illinois department has filed its 
examination report on the Great States 
Life of Bloomington, IIL, which writes 
business on the stipulated premium plan. 
The date of examination is Dec. 31. Its 
assets are $358,002, legal reserve $288,- 
272, surplus $24,661. The report says 
the cash position is adequately main- 
tained. The investment portfolio is 
well diversified and satisfactory interest 
earnings are received. The mortality 
experience has been very favorable. The 
report finds that the company has been 
economically managed and administra- 
tion costs are moderate. Claims are 
settled promptly. 

R. F. Dunn is president and R. B. 
Martin, secretary, who is the chief op- 
erating officer. It has 25 full time 
agents. Its total premiums last year 
were $74,925 and total income $100,694. 
It paid policyholders $19,487 and total 
disbursements were $55,707. It has $2.- 
875,215 insurance in force. Its new 
business last year was $468,232. 


United Services Life Work 

The United Services Life of Washing- 
ton, D. C., was organized to increase 
and improve the life insurance estates 
of commissioned officers of the United 
States Army, Navy, Marine Corps, Pub- 
lic Health Service, Coast and geodetic 
surveys and coast guard. The home 
office is at 1626 K street, N. W., Wash- 
ington, D. C. It has just been elected 
a member of the American Life Con- 
vention. It shows an increase of 41 
percent in business in force over that 
reported Dec. 31, together with an in- 
crease in premium income of more than 
102 percent, as of Oct. 1 





Vote Dividend, Capital Increase 
Stockholders of Interstate Life & Ac- 
cident voted 3314 percent stock dividend, 





Heads Claim Department 
of Boston Mutual Life 

















MERTON L. BROWN 


Merton L. 3rown, Massachusetts 
commissioner from 1928 to 1935, and a 
director of the Boston Mutual Life, since 
1938, has been made manager of its 
claim department, succeeding the late 
P. J. Lane. 

The company 
H. Leary 
committee and E. T. Skinner manager 
of the investment department and sta- 
tistician 


also has appointed L. 


chairman of the real estate 


thus increasing its capital from $300,- 
000 to $400,000. The capital stock was 
increased from $160,000 to $300,000 in 
1926. 


Prudential Promotes Two 

NEW ARK—W. A. Smith of the Pru- 
dential’s law department has been 
promoted to assistant solicitor. R. H. 
Scheihing, assistant manager dividend 
department, has been advanced to man- 
ager, succeeding the late A. C. Meier. 


Disappearance Case Is 
Reversed by Higher Court 

The U. S. circuit court of appeals, 
fourth circuit, in Stump vs. New York 
Life reverses the lower court. The ac- 
tion was on a policy issued by the com- 
pany to the plaintiff's husband. The 
plaintiff established that the policyholder 
had disappeared from his home some 14 
vears prior to the institution of the suit 
and that he has not been heard from 
during that time by his family, relatives 
or business associates. 

The company introduced evidence to 
show that at the time of his disappear- 
ance he was a fugitive from justice and 
that he had been sought by officers of 
the law but had not been apprehended. 
It was also shown that at the time of 
his disappearance, the insured was not 
well and had been on a strict diet. ‘the 
courts below held that the evidence was 
insufficient to give rise to the presump- 
tion of death since, under the circum- 
stances, family, relatives and business 
associates would not be likely to hear 
from him. The higher court, however, 
holds that the presumption is established 
and that if the statute were correctly 
construed, the evidence would not be 
found to be sufficient to rebut the pre- 
sumption. 


The case study “24 Men in 24 Years” 
provides 
S booklets $1. 


convineing sales material. 
National Underwriter. 
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The “Big Train” 


again! 


is on the rampage 


Johnny Sisk earned that nickname as a 
member of the mighty Marquette elevens 
of 1929, 30 and 31, making almost every- 
one’s All-American list. 


After a glorious season with the pro- 
fessional Chicago Bears, the “Big Train” 
began to make headlines of another 
kind—Bankerslifelines, as a Milwaukee 
agency salesman. 


Perhaps it’s because this is the time of 
year when he’s at his best. However 
that may be, the “Big Train's” head- 
lines these days are bigger and better 
than ever. 


In the 37 days ended September 21st, 
for example, Johnny wrote $94,000 of 
new business in addition to serving most 
ably in his capacity as Milwaukee 
Agency Supervisor! 


As a famous ex-footballer, Sisk has 
lots of good ¢ompany among Bankers- 
lifemen. Three of the many salesmen 
who once thrilled the stands with their 
footballing are: 


HAROLD VAN EVERY, for 
three years a varsity, halfback Min- 
nesota Gopher; All-American; win- 
ner of the Big Ten Conference 
Medal for Proficiency in Athletics 
and Scholarship; Green Bay Packer 
Professional; now a headliner in 
Bankerslife’s Twin City agency. 


JAMES A. McDONALD, AIll- 
American member of both the 1937 
and 1938 Buckeye elevens; baseball 
and basketball letter winner at 
Ohio State, too; an honor student, 
fraternity president; star of the 1938 
College All Stars vs. professionals 
(Red Skins) game; now “‘carrying 
the mail” as a member of Bankers- 
life's Columbus Agency; graduate of 
the Company's District Sales Train- 
ing School, candidate for next Home 
Office School. 


V. A. (BABE) LeVOIR, quarter- 
back and halfback on the undefeat- 
ed Gopher teams of "34, 35, and 36; 
baseball letter-winner at Minnesota, 
too; member of 1936 College All- 
Star team; joined Bankerslife’s 
Twin City Agency as salesman in 
1936, completed Company’s sales 
training course same year, qualified 
“Regionnace” in 1937, 
President's Premier Club member 
in 1938, is now Agency Supervisor 


as a aS a 


at Minneapolis. 
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course and has been on the honor roll cago. Mr. Frank’s methods were re- 
every month. Five times he was listed lated recently in an article on the “Sales 
among the first 15 in the company roster Ideas and Suggestions” page of THe 





N. Y. Life’s Merger 
in Midwest; B. A. 
Notzon Retiring 


B. A. Notzon, inspector of agencies 
great plains department New York Life, 
is retiring after 35 years of service be- 
cause of ill health, He began as an 
office boy in the San Antonio branch 
and filled every position up to inspector 
of agencies. The company is merging 
the great plains department, which 
includes Colorado, Kansas, part of Wyo- 
ming and Missouri, and the southwest- 


ern department, which includes south- 
western Illinois, eastern Missouri, 
Oklahoma, New Mexico and western 
Kentucky. 

This brings about the following 
changes: M. M. McKenny, agency 
director Pueblo, Colo., branch, goes to 


the St. Joseph, Mo., branch; Max Derry- 
berry, agency director St. Joseph branch, 
goes to Kansas City as agency director; 
Don Notzon, son of B. A. Notzon, goes 
to Pueblo as agency director. These 
changes are effective Jan. 1. 

Mr. Derryberry started as an agent of 
the company in Denver and his success 
equipped him for management of the 
Pueblo office, which he opened some 15 
years ago. He moved from there to St. 
Joseph two years ago. 

Mr. McKenny was an office boy in 
the Kansas City branch. He was made 
agency organizer of that branch and was 
promoted to agency director of the 
Pueblo office when Mr. Derryberry 
moved to St. Joseph. 

Young Mr. Notzon began as an office 
boy in the Little Rock branch, was pro- 
moted to agency organizer of the Kan- 
sas City branch under his father and 
now succeeds Mr. McKenny in Pueblo. 


Reliance Life Has New 
Man in Kansas City 


R. J. Wetzel has been appointed gen- 
eral agent of the Reliance Life in Kan- 
sas City, with head- 
quarters at 1709-11 
Fidelity building. 
He will have 
charge of the de- 
velopment of the 
Kansas City terri- 
tory and western 
Missouri centers. 
Having a success- 
ful record behind 
him as general 
agent for the Pa- 
cific Mutual Life 
over a 25-year 
period, Mr. Wetzel 
has long been 
closely associated with life underwriters 
association activities. He was the first 
recipient of a C. L. U. designation in 
Kansas City, and has appeared before 
many sales congresses, sales meetings, 
and civic enterprises. He has attended 
every annual convention of the National 
Association of Life Underwriters for 20 
years. 





Wetzel 


R. J. 


Grant to Kansas City Life 


E. G. Grant, formerly a leading pro- 
ducer with the Durham Life, has been 
appointed general agent in South Caro- 
lina for the Kansas City Life with head- 
quarters at West Columbia, S. C. The 
Kansas City Life previously has not 
had a general agent in the state. 


Join California-Western States 


W. H. Powell has been 
manager at Waco, Tex., by 
fornia-Western States Life. 
manager at Corpus Christi for the 
Southland Life of Dallas, Mr. Powell 
has been in the life insurance business 
about 14 months. He produced $800,000 


appointed 
the Cali- 
Formerly 


of life insurance during his first year in 
the business. 

Joe D. Calloway, formerly city agency 
manager for the Century Life of Fort 
Worth, has been appointed unit manager 
at Fort Worth for the California-West- 
ern States Life. Mr. Calloway was also 
with the Amicable Life of Waco at Fort 
Worth for five years. 


Kamp Appointed Supervisor 

Hays & Bradstreet, general agents 
New England Mutual Life in Los An- 
geles, have appointed D. S. Kamp, su- 
pervisor of the Orange county district 
office, Santa Ana, Cal., with headquar- 
ters in 404 First National Bank build- 
ing. He has been with the agency for 
two years, and previously was with an 
investment firm and with R. H. Macy 


& Co., New York department store. 
Tilton Assistant Manager 


R. B. Tilton has been appointed as- 
sistant manager of the Prudential in Co- 
lumbus and will supervise development 
of the agency and the brokerage busi- 
ness. 


C. A. Stine, a leading Portland, Ore., 
agent, has been named assistant man- 
ager in Denver by the Metropolitan 
Life. He will work under Manager F. 
P. Spiering. He has been with the Met- 
ropolitan six years. 


H. C. Wilkerson has become manager 
of the Texas Life at Fort Worth. His 
offices are at 218 Insurance building. 


CHICAGO 


MUTUAL LIFE CONFERENCE 


_When_ Vice- president G. A. Patton, 
A. Sattem, superintendent of agents, 
prot Roger Hull, assistant agency sup- 
erintendent of the Mutual Life of New 
York, were in Chicago they held a meet- 
ing of the men in all four agencies, Gif- 
ford T. Vermillion, Samuel Heifetz, 
John R. Hastie and C. L. Coyner. Mr. 
Sattem presided. W. GW arren, man- 
ager of the Chicago Clearing House, 
spoke on “Our Chicago City Problem 
as I See It.” George Gruendel, agency 
organizer in the Vermillion agency, 
spoke on “Sources for New Recruits.” 
E. U. Banker, supervising assistant 
Coyner agency, had as his subject, 
“Training the New Recruit.” W. H. 
Dunkak, agency organizer Heifetz 
agency, had as his subject, “Getting the 
New Recruit Into Production.” Mr. 
Vermillion spoke on, “Supervising New 
Organization” and Mr. Heifetz on “Sup- 
ervising Present Organization.” J. U. 
Irick, cashier of the V ermillion agency, 
spoke on “Conservation” and Mr. Hastie 
on “Meeting Present Day Problems.” 











IN CHICAGO 


D. A. Simpson becomes the new cash- 
ier in the C. J. Zimmerman agency of 
the Connecticut Mutual in Chicago. He 
graduated from Dartmouth in 1932 and 
two years later became an agent of the 
Mutual Benefit Life in Newark, N. J. 
In 1936 he joined C. J. Zimmerman, who 
at that time was manager of the Con- 
necticut Mutual in Newark as a sales- 
man. He has spent all his time there- 
fore with the rate book. In Chicago he 
will be much more than a cashier. He 
will have charge of conservation, will be 
office manager and underwriter. 


SIMPSON LOCATES 


SHOWS IMPRESSIVE FIRST YEAR 

G. A. Page, with the Chicago branch 
of Canada Life, who completed his ~ 
year of life insurance experience Nov. 1, 
has turned in the impressive record be 

262,315 in paid for business, which con- 
stitutes 48 cases at an average of $5,462 
a case. He has received Canada Life’s 
diploma for completing the training 


and seven times in the first 30. He 
qualified for the company’s Century 
Club and the home office seminar during 
his first six months. He will make 
Canada Life’s Quarter Million Club by 
Dec. 1. In the fall of 1939 and the 
spring of 1940 he was Chicago branch 


winner of the home office contest. He 
is ahead so far to date this fall. 
The Chicago branch office, under 


Manager Berrien Tarrant, has a gain of 
38%4 percent in paid-for over last year. 
The average size policy of $4,876 repre- 
sents an increase over last year. There 
are now 10 full-time agents. 


NATIONAL UNDERWRITER TO MOVE 
After Saturday of this week the Chi- 


cago office of THE NATIONAL UNDER- 
WRITER will be at A-1645 Insurance Ex- 


change. 





FRANK IS POPULAR SPEAKER 


R.W. Frank of the Caperton agency, 
State Mutual Life, Chicago, who has 
had unusual success in using the social 
<< approach, recently spoke before 
the Thurman agency New England Mu- 
tual Life, Zischke agency Union Central, 
Hintzpeter agency Mutual Benefit Life, 


and W. A. Alexander & Co., all of Chi- 


NATIONAL UNDERWRITER. 


FULLER AGENCY HOLDS DINNER 


The W. S. Fuller ordinary agency of 
Prudential in Chicago is conducting a 
six-day campaign in “which the full time 
special agents are competing for quali- 
fication to attend the special dinner that 
will be held Nov. 30, in the Union 
League Club, Chicago. The occasion is 
celebration of the company’s 65th anni- 
versary which fell on Oct. 13, and of 
Manager Fuller’s 10th year in that post. 
To be eligible, the special agents must 
submit a total of $65,000 of business from 
the whole group in the six days, and 
each must have submitted business in 
the previous week. So far this month, 
more than $93,000 has been submitted. 


SUN LIFE BANQUET 

The Sun Life of Canada tendered a 
dinner to D. J. Scott of Chicago, retiring 
manager in that office, which served also 
to introduce the new manager, E. C. 
he who has been manager at Newark, 
N. J., and arrived in Chicago in time for 
the dinner last Saturday. Seth C. H. 
Taylor, superintendent of agents from 
the head office, presided as toastmaster. 
In addition to Mr. Scott, the speakers 














HILE AMERICA PREPARES to 

defend herself, all signs 
point to record levels for all in- 
dustries within the coming year 
—and probably to boom condi- 
tions for the next two or three 
years. 

Agents and brokers anxious to 
reap full benefit from this condi- 
tion will find the facilities of the 
Berkshire Life and its General 
Agents a real aid in actively 
soliciting business life insurance. 


The Life Insurance Agent can 
play his part as “Defender of 
Business,” by seeing that the key 
man in each important industry 
in his community is fully and 
adequately protected under a 
modern, liberal Berkshire Life 
policy. 

Our general agents are well 
qualified to handle all agents and 
brokerage lines. NOW is the 
time to discuss available con- 
tracts with any one of them. 


oA any BERKSHIRE Associate. 


LIFE INSURANCE COMPANY 


INCORPORATED 1851 


F. H. RHODES, President 
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were R. A. Lunde of the Chicago agency 
force; C. P. Lee, secretary at Chicago; 
H. L. Cantelon, St. Louis manager, who 
spoke for the managers; V. B. Harris, 
supervisor of the central division; W. S. 
Penny, director of agencies at the home 
office, and Mr. Hoy. 

About 100 were present. The wives 
of the agents were invited. In addition 
there were a number of the managers 
present, they being W. M. Eastcott, 
Grand Rapids, Mich.; W. H. Atterberry, 
Indianapolis; Fred R. Skinner of De- 
troit, manager of central Michigan; L. 
E. Malone, Detroit manager; J. E. Ken- 
nedy, agency assistant at Peoria; W 
Lee Mullen, manager at Peoria, and A. 


C. Coughtry, superintendent U. S. divi- 
sion from the home office. Mr. Scott 
became manager at Chicago Nov. 28, 
1925. 

“he tribute to Mr. Scott from the 
ompany was, “Gifted with the talent 
of weabaiita Mr. Scott has combined 
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J UNDERWRITER 


with that trait a sini: mastery of 
our business, an abiding loyalty to his 
company, and a genuine interest in the 
well being of his associates. Success 
has been his natural reward and on re- 
tiring he leaves behind him his greatest 
achievement—our development in the 
great city of Chicago with which he will 
always be identified.” 


ECKSTONE AGENCY OFFICE CLOSED 

The office of Sidney S. Eckstone, gen- 
eral agent Manhattan Life, Chicago, who 
died this month following a year’s ill- 
has been closed by the company. 
No one has been appointed to fill the 
vacancy. H. J. Heffernan is the other 
general agent in Chicago. His offices 
are at 166 West Jackson boulevard. C. 
H. Corcoran is the home office field 
assistant for Manhattan Life with offices 
at 120 South LaSalle street. 


ness, 





PACIFIC COAST 


AND MOUNTAIN 





Legislative Parley 
Held in California 


SAN FRANCISCO—Representatives 
ot life companies and the Association 
vf Life Insurance Presidents met with 
Commissioner Caminetti of California 
here to review proposed legislative meas- 
1res 

After considerable discussion of the 
rroposal to license so-called life insur- 
ance counsellors, it was decided to re- 
draft the bill so as to prohibit the 
operations of such counsellors entirely. 

The suggestion to increase life agent’s 
icense fees to $4 to be paid by the 
applicant with the added provision that 
he be appointed an agent of a company 
after he was licensed as an agent, was 
also pondered with the decision that the 
jee be returned to $2 but payable by the 
applicant and that the first appointing 
ompany after the license is issued be 
notified of any subsequent appointments 
by other companies, 


To Study License Period 


No agreement could be reached on the 
proposal to change the period of a life 
the 


agent’s license from the fiscal to 
‘alendar year, so further study will be 
made. 


Approval was given the licensing of 
lisability only agents for life as well as 


casualty compamies and also to permit 
such companies to appoint agents al- 
ready licensed for casualty insurance to 
transact disability insurance. At a pre- 


life underwriters this 
but at the 
arguments 


meeting of 
proposal was disapproved 
general conference further 
presented in its favor. 
Approval was given to a 

neasure to permit group life 
ability certificates to be made 

assignable, to permit adjustment 
benefits where the age of the insured is 
misstated in the policy and also to add 


vious 


proposed 
or dis- 
non- 
of 





New York standard provisions regard- 
ng misstatement of age, violations of 
w and intoxication to disability stand- 
ard provisions of the California insur- 


ce code. 


May Add Non-Cancellable Provision 


g a better definition of the word 
non-cance table” a suggestion to add 
he New York non-cancellable disability 
standard provisions to the Cali- 
was postponed for further 


Pending 


policy 
fornia code 
tudy 
committee will consider pro- 
add sections 155 and 158 of 
the New York code, to add a provision 
authorizing use of facility of payment 

ause in group life policies and to con- 
addition of a section to require 
notice of lapse as condition precedent to 
forfeiture of policy—the latter pertaining 
to chapter nine companies only. 

In an effort to throw more safeguards 
nine life and disability 


\notner 


to 


posals 


sider 


} + 
—apou 


chapter 


companies several other proposals are 
presented: To limit the length of time 
tor which proxies may be given by 
policyholders, to amend two sections of 
the code regarding the conversion to 
mutual legal reserve basis (approved), 
limit the amount of liability on any one 
risk to 10 percent of the surplus of the 
insurer. It was recommended that this 
last proposal be redrafted to make the 
maximum for chapter nine companies 
$3,000 or 10 percent of the surplus, 
whichever is the greatest. 


Parallel New York Law 


The proposal to authorize the com- 
missioner to disapprove any disability 
policy that is misleading or promises 
illusory benefits was approved with 
agreement it would be changed to 
parallel the New York law. 

Provisions for limiting agency con- 
tracts which provide for virtual control 
of the insurer and payments thereunder; 
limit salaries of officers or employes 
with certain exceptions, was referred to 
a special committee. 

A proposal to permit governing bodies 
to pay portion of premiums on group 
insurance for their employes was referred 
to a special committee. 

A proposed measure to remove a con- 
flict in the insurance code which fixes 85 
percent of the market value at the date 
of loan as a permissible maximum loan 
was approved. 

A proposed amendment to restrict the 
powers of insurers in the acquisition and 
holding of real estate was referred to a 
special committee. 

No action was taken on a proposal 
that the insurance commissioner be 
given power to select his own legal 
counsel for conservatorship and liquida- 
tion proceeds. 


Seek to Test Opinions 


A proposed bill to give the commis- 
sioner the right to test by legal pro- 
ceedings opinions of the attorney-gen- 
eral with which he does not agree was 
referred to a committee. 

A suggestion that an amendment au- 
thorize the commissioner to suspend or 
revoke the certificate of authority of an 
admitted insurer if the insurer in its op- 
erations violates the laws of other states 
was approved in principle by the group 
with the suggestion that it be redrafted 
to limit its scope to life, accident and 
health insurance companies only. 

\n amendment was approved pro- 
viding that a certificate of authority will 
remain in effect until application for re- 
newal has been acted upon by the com- 
mission and to another authorizing the 
commissioner to meet and cooperate with 
organizations interested in insurance. 


Other proposal amendments and 
changes approved are: 
To amend section 10970 to require 


fraternal benefit societies to comply with 
provisions concerning withdrawal of in- 
surers 

To add provisions regarding directors 


AGENCY MANAGEMENT 





Positive Action Needed to 
Check Agency Turnover 


KANSAS CITY—The most impor- 
tan factor in agency management con- 
tinues to be the high turnover, O. D. 
Douglas, San Antonio, Texas general 
agent for the Lincoln National Life, 
told the Kansas City General Agents & 
Managers Association. “The real cause 
of this problem is the appointment of 
the wrong men as general agents. Such 
men frequently don’t know where to 
find the right kind of agents, how to sell 
them on the life insurance business or 
how to motivate them to production. In 
our state three-fourths of the general 
agents fail in their first five years.” 

Regional schools for new general 
agents were recommended by Mr. Doug- 
las. This would be an economical pol- 
icy for companies in the long run, even 
if they pay these men a living salary 
and expenses during the school period. 
It would save companies the cost of 
general agency failures, produce a better 
class of business and add to the pres- 
tige of life insurance generally. Mr. 
Douglas urged that general agents and 
managers associations over the country 
get behind the movement. 


Poor Men Discourage Recruits 


Strongly recommended also by Mr. 
Douglas as a method of curing turnover 
is better selection and training of 
agents. The poor man discourages the 
new man and hurts the prestige of the 
experienced producer. From 75 to 90 
percent of the new men in life insur- 
ance earn less than $100 a month in 
their first year in the business. Gen- 
eral agents should eliminate misfits more 
quickly. 

That this is good for companies and 
should be helped along by them is indi- 
cated in the fact that a large percentage 
of part time men increases lapsation. 
One company cut its agency force to 
one-third, eliminating most of its part 
timers, and its lapse ratio decreased 
from around 13 to approximately 5 per- 
cent. At the same time the yearly earn- 
ings of its agents increased three times. 

“A number of years ago I quit trying 








voting and policyholders meetings for 
mutualized life and disability insurers 
under Chapter 13. 

Repeal section 12929 which requires 
the commissioner to furnish each county 
assessor with data concerning premiums 
collected by various insurers—obsolete. 

_Repeal sections 4531 and 453.14 of the 

civil code relating to foreign insurers 
and investments of mortgage insurers. 
Also obsolete. 


Resume Chapter 9 Hearings 


LOS ANGELES—Trial of the re- 
mainder of the Chapter 9 life companies 
now in the hands of Commissioner Ca- 
minetti conservator was resumed 
before Superior Judge Schmidt this 
week. The Great States Life was the 
first scheduled for hearing, to be fol- 
lowed by Sunset Life. 


Rules Against Burial Outfit 

SAN FRANCISCO—The many burial 
associations which have sprung up in 
California are operating in contravention 
of the insurance laws, according to an 
opinion rendered Commissioner Cami- 
netti by the attorney-general’s office. 

The insurance department has _re- 
ceived reports of groups operating in 
rural sections, selling burial contracts 
for $10 annually to families with agree- 
ments made with local undertaking 
establishments. In his opinion, Neil 
Cunningham, deputy attorney general, 
stated that such agreements were insur- 
ance contracts. 


as 





to make successes of men who had failed 
with other companies,” Mr. Douglas 
confessed. “I tried it for years, and | 
never succeeded. There are, I know, 
exceptions, but we can’t afford to deal 
in exceptions in the general agency 
business.” 

The general agent can help prevent 
turnover in life insurance by better se- 
lection. There are certain’ essential 
qualifications a man must have for suc- 
cess in life underwriting. Mr. Douglas 
presents these qualifications and dis- 
cusses them with the prospective agent. 
He points out that “I don’t know if you 
are qualified for success in life under- 
writing. I do know these essentials are 
necessary. As I go over them I want 
you honestly and sincerely to ask your- 
self—and answer—whether you feel you 
measure up to them.” As Mr. Douglas 
talks he is sizing up the prospective 
agent. Through observation he can tell 
whether the man is alert, if he has lost 
a lot of nervous energy. Does he have 
a good bearing? Is he a person with 
whom he, Mr. Douglas, would like to 
associate socially? Is he courteous? 
Does he have a pleasing voice? 


Qualifications for Sales Work 


Some of the qualifications for agents 
are: Ambition, determination, courage, 
enthusiasm, initiative, imagination, 
vision, sincerity and honesty, right men- 
tal attitude. The prospective agent should 
be interested’ in people; one can tell 
that if he is a member of a lodge, of 
clubs, of civic and social groups. If he 
isn’t, then he isn’t likely to be interested 
in people. In connection with right men- 
tal attitude, Mr. Douglas insists on 
meeting the man’s wife if possible. She 
wields a tremendous influence and it is 
a mistake for the general agent not to 
get acquainted with her and discuss the 
business. 

In the back of the mind of every pros- 
pective agent are a lot of unanswered 
questions: How is he to go about find- 
ing a prospect, approaching him, how, 
in general to proceed. 

Mr. Douglas believes general agents 
should spend more time with agents. He 
holds himself available several days 
each week to go to lunch with a new 
agent and a prospect of the agent. Mr. 
Douglas pays for the luncheon. He in- 
sists on conducting the interview. The 
new agent listens in to find out how it 
is done. Presentations to several dif- 
ferent prospects show the new agent 
how to make the approach and the sale. 
Recently, Mr. Douglas conducted five 
such luncheon interviews and sold $43.- 
000 of business, from which the new 
agent realized all the commissions. The 
agent naturally was encouraged and has 
gone ahead to produce a good volume of 
business. 


Cummings to Speak in Columbus 


COLUMBUS, O.—T. H. Cummings, 
Cleveland general agent National Life 
of Vermont, will address the Columbus 
Life Managers & General Agents As- 
sociation Nov. 28 on “The Use of 
Clinics in Training.” 

A leaders club party will be held in 
Columbus the last of January under the 
auspices of the association. Herman 
Tice, Midland Mutual, is chairman. 
Discuss California Legislation 

LOS ANGELES—The Life Insur- 
ance Managers Association is taking an 
active interest in proposed insurance 
legislation expected to come before the 
California legislature in the next ses- 
sion to start in January. The regular 
meeting was devoted to discussion of 
various items under consideration at a 
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conference between Commissioner Ca- nection in building his agency in Colum- lL. I. Lenz, George Story and Russell business will speak Nov. 22. He is a 
minetti, insurance companies and agents. bus. Brown. First year agents were urged past president and former director of the 
President G. H. Page, California As- a especially to attend. oe > ea apa ter sia bi 
a : a ; Rochester, N. Y¥.—John <A. Ramsay, é nsive membership drive is being 
a eee — -s Govsiinnd Syesiins .._ Newark general agent Connecticut Mu- planned under the leadership of D. L. 
; : ae : gr ae Oe rant L. Hill director of agencies tual Life, spoke on “Fundamentals.” Mr. Edgecomb, Pan-American Life general 
COMPETE California association, and Northwestern Mutual Life, addressed Ramsay is chairman of the programming 28ent. 
resident H. E. Belden, Life Under- the Life Insurance Executives Club of and planning committee of the North- Pueblo, Col.—Anthony Verlegia, mana- 
writers Association of Los Angeles, Cleveland Friday. He also spoke at a ern New Jersey association. ger Metropolitan Life, spoke on “Facts 
spoke. mass meeting of the R. P. Thierbach Baltimore—C. M. Sherman, Buffalo gen- VS. Fancy in the Industrial Life Insur- 
agency and at the Northeastern Ohio eral agent Connecticut Mutual Life, ance.” Industrial. insurance is one of 
Ralph Hoyer to Speak Sales Congress. spoke on “Improving the Production of the largest factors of the economic life 
bE: cae f ¥ ws the _3100,000 Producer under Today’s and if it were not for industrial insur- 
CINCINNATI—Ralph W. Hoyer, Cashiers Hear Carson Conditions.” ance, a great many persons would not 


general agent John Hancock Mutual, 
Columbus, will speak on “How and 
Where to Look for a New Organiza- 
tion’ Nov. 20 at the regular meeting of 
the Associated Life General Agents & 
Managers of Cincinnati. Mr. Hoyer has 
made an outstanding success in this con- 


E. L. Carson, Wi isconsin manager 
Equitable Society, discussed “The Rela- 
tionship Between the Life Insurance 
Cashier and the Agency Manager,” at a 
meeting of the Life Insurance Cashiers 
Association of Milwaukee. 





NEWS OF LIFE 


ASSOCIATIONS 





Chicago Group to 
Watch New Bills 


The Chicago Association of Life Un- 
derwriters is preparing for a busy legis- 
lative season in Illinois and has been 
thoroughly organized to seek construc- 
tive laws and defeat those whieh are 
inimical, W. M. Houze, John Hancock, 
president, announced in the monthly 
luncheon meeting. P. B. Hobbs, Equit- 
able Society, is legislative chairman, as- 
sisted by red B. Stumes, Penn Mutual 
and C. F, Axelson, Northwestern 
Mutual. 

A fellowship dinner will be held Nov. 
29 by the Chicago C.L.U. chapter, J. D. 
Moynahan, Metropolitan, the chairman, 
announced. C. J. Zimmerman, general 
agent Connecticut Mutual and immedi- 
ate past president National Association 
ot Life Underwriters, will be the 
speaker. Members of the Northwestern 
University C.L.U. review course and in- 
surance faculty will be guests. 


To Have Party Dec. 13 


The December party will be held Dec. 
13, with a floor show, games and other 
entertainment. 

The membership cup of the National 
association was prominently displayed. 
This was won by Chicago for its 1940 
achievement of more than 2,100 paid 
members. 

S. E. Martin, general agent State Mu- 
tual, Columbus, was guest speaker, tell- 
ing the methods employed in his agency. 
He was introduced by J. C. Caperton, 
Chicago general agent, with brief intro- 
ductions ‘by Louis Behr, Equitable So- 
ciety, program chairman and J. O. Todd, 
both millionaire producers and friends of 
Mr. Martin. Mr. Martin said that his 
agents do not recognize objections un- 
less these are definitely beyond their 
control. This is a part of the established 
sales strategy of the office. Their sell- 
ing methods are based on certain specific 
facts, such as that no matter what hap- 
pens to the country, its economy, its 
finances and even its government, the 
people must have food, clothing and 
shelter. They must go on living. These 
facts are not debatable, Mr. Martin said. 
If the head of the family does not make 
provision for these essentials in the fu- 
ture, then, he said, obviously if he should 
die unexpectedly the widow and children 
would have a serious problem merely to 
exist. 

Urges Agents not to Argue 
“We can’t sell life insurance by win- 


ning arguments,” Mr. Martin com- 
mented. “Therefore, it pays to avoid all 
issues which are debatable and unessen- 


tial to the main point—that is, where is 
the money for the family’s existence go- 
ing to come from if the head of, the fam- 


ily does not make some provision for 
it? It takes money for a family to live 
today. It won’t come unless it is put 
there. This is a concept that appeals 


to intelligent people. I think we should 
put more stress on the dramatic aspects 
of the problem.” 

Mr. Martin said the prospect will buy 


life insurance or get stubborn, entirely 
depending upon the way in which the 
agent handles himself in the interview. 
If he argues vociferously over points 
that have no relationship to the real 
problem, then he may expect to have the 
prospect become stubborn and unreason- 
able. If he will stick to the main ques- 
tion as outlined, he will find the sale 
much easier to make. 


Ia. Quarter Million Rally Nov. 25 


DES MOINES—The Quarter-Million 
Dollar Club of the Iowa Association of 
Life Underwriters will hold an all-day 
session in Des Moines Nov. 25 instead 
of Nov. 18 as originally announced. The 
date of the meeting was changed because 
of a conflict with other events. 

W. N. Hiller, Penn Mutual, Chicago, 
will talk on business insurance, special- 
izing on stock retirement. He will pre- 
sent a demonstration and answer ques- 
tions at the conclusion of his address. 

R. O. Bickel of Cedar Rapids, who 
has been turning in $500,000 a year on 
trust policies for the National Life of 
Vermont, will talk on his type of work. 
Several other outstanding speakers also 
will be heard. 

The meeting will be the first since the 
club was formally organized at the Sioux 
City convention. 


Emery Speaks in Bay City 

BAY CITY, MICH.—Commissioner 
Emery spoke at a joint dinner meeting 
of the Bay City Life Underwriters As- 
sociation and the Bay City Association 
of Insurance Agents. 


Michigan Congress Dec. 12 


DETROIT—Following a custom es- 
tablished several years ago, the- Mich- 
igan Association of Life Underwriters 
in cooperation with the Associated Life 
General Agents & Managers will spon- 
sor a general agents and managers sales 
congress here Dec. 12. 


Topeka, Kan.—P. B. Turner, Kansas 
City, Mo., general agent Home Life, gave 
a luncheon talk. He is an authority on 
agency prestige and planned estates. 

Davenport, Ia.—The November meeting 
was led by George Nickles, Equitable So- 
ciety, the subject being “Insurance for 
Conscripts.” Mr. Nickles had fortified 
himself by talking to C. J. Zimmerman, 
former National president, and Harry 
T. Wright of Chicago, present National 


president. There were 24 new members 
elected. 
Columbus, 0.—Terrance Webster, sec- 


retary Columbus community fund, spoke 
on “Raising Our Sights.” There was 
a three-panel group on underwriting by 





@ SELL Accident and Health 
Insurance 


The Accident and Health Review 


tells you how, gives you new sales ideas and sug- 
gestions, latest prey court decisions, e@tc., ete. 
Send 3c in stamps for sample copy te A-194, 
Insurance Exchange, Chicago. 





Pittsburgh, Pa.—F. L. McFarlane 
agent Aetna Life in Cleveland, was the 
speaker this week. After a year at the 
home office and five years as group in- 
surance representative in Cleveland he 
transferred to the ordinary department 
as a supervisor, then became assistant 
general agent, and finally he desired to 
become a full time salesman. Last year 
he paid for $571,000. 

B. S. Collins, assistant vice-president 
Old Colony Trust Company, Boston, will 
speak before the life insurance and trust 
council Nov. 19 on “Trust Company and 
Life Underwriters Relationships.” Irvin 
Bendiner, counsel Pennsylvania Associa- 
tion of Life Underwriters, an agent of 
the New York Life in Philadeiphia, will 
talk on “The Insurance Man’s View- 
point.” 

St. Louis—F. G. Holderman, Jr., Equi- 
table Society, assistant zgency manager 
in Kansas City, was the speaker this 
week. He was formerly Oklahoma state 
manager for the Investors Syndicate of 
Minneapolis and started with the Equi- 
table in 1932 as an agent in Wichita. 
Tex.—W. T. O’' Donohue, 
dent of Reserve Loan Life of Dallas, 
spoke. Special advertising for an in- 
surance week to be held during Thanks- 
giving week is planned. 


Tyler, presi- 


Dallas—W. B. Monroe, Union Central 
Life, New Orleans, who has paid for 
more than $7,500,000 of life insurance 
during the nine years he has been in the 


be able to have any form of life insur- 
ance, he said. Charles Knapp, San Fran- 
cisco, Metropolitan Life supervisor of 
agents’ accounts, was a special guest. 


Washington, Pa.—J. V. Buck, super- 
visor Bankers Life of Iowa in Pittsburgh, 
spoke on “Simplified Selling Through So- 
cial Security.” 

Detroit—John O. Todd, million dollar 
producer of H. S. Vail & Sons, Chicago, 
outlined his selling methods. As Mr 
Todd is a C. L. U., the Detroit chapter 
joined in the luncheon and degrees were 
awarded. 

Indianapolis — John D. Cramer, chief 
deputy commissioner of Indiana, spoke 
on “The Ethics of Life Insurance Sales- 
manship,” discussing ethics, practices 
and case histories. 

Buffalo—A membership drive has been 
launched under the direction of Tower 
Snow, chairman. 


Holyoke, Mass.—W. H. Boireau, Boston 
manager Berkshire Life, spoke, empha- 
sizing this is a “new era” of business 
and that vital problems are widely dif- 
ferent from 15 or 20 years ago, and prob- 
ably will be as different 10 years hence. 
“The past has proved that those busi- 
and organizations which have 
their own codes and conduct their busi- 
ness right, do not and will not need in- 
tervention, direction or supervision 
any governmental agencies,” he said 
“We t enough and ser 
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Ambition Plus Rate 


Book Plus What? 


No longer can you give a young man a rate book and 


a slap on the back.. 


-and say, 


“Now you re in the life 


insurance business. Go to it! 


More than just ambition and energy are needed today. 


Your modern agent must have top-quality produets to 


win and hold clients. In life insurance, 


top - duality 


products are modern policies issued by a company 


which can show: 


(1) Full level premium, 3% reserves 


(2) A high ratio of surplus to assets 


(3) A high rate of return on conservative 


investments 


(4) A consistently low rate of mortality 


(5) High dividends without dipping into surplus 


Check these points and you will see why Mutual Trust 


and its field force are moving forward rapidly... 


in 18 


states, including those with the most up-to-date laws 


for protection of policyholders. 
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enough to impress governmental authori- 
ties with objectives and plans, and those 
plans cannot be just for the month or 
year.” He urged greater cooperation, 
more interest and support of under- 
writers organizations, and greater con- 
cern for the public opinion of life in- 
surance as a business. 

Pittsfield, Mass.—W. H. Boireau, Bos- 
ton manager Berkshire Mutual Life, 
talked on the duties of life men to the 
public and to the agencies and com- 
panies they represent. 

Los Angeles—J. F. Curtis of the J. W. 
Yates general agency Massachusetts Mu- 
tual Life, spoke in the forum on “Moti- 
vation,” saying agents should have a 
plan of work, be sure of its basic fea- 
tures and use all contacts, even their 
friends. 

Louie Arzt, Pacific Mutual; A. E. Kraus, 
Metropolitan, and Peter Thompson, Equi- 
table Society, discussed the subject. 

Cc. E. Cleeton, vice-president, spoke on 
the membership campaign. 

H. BEB. Belden, president, urged mem- 
bers to put forth every effort to write 
business, in view of the fact that the 
business index stands at 140 over the 
figures of 1929 and business is sure to 
go ahead if life salesmen profit from the 
situation and work hard. 

Chicago—The committee to have 
charge of arrangements for the Christ- 
mas party of the Chicago association was 
appointed by President W. M. Houze. 
D. M. Phipps, Mutual Benefit, is chair- 
man. There will be a floor show, danc- 
ing and cards; no speakers. Helen M. 
Thomas, Equitable Society, is in charge 
of a special committee of women in cos- 
tume to arrange for gift prizes to raise 
funds for the association’s annual Christ- 
mas donation to the “Good Fellow” and 
“Neediest Families” funds sponsored by 
Chicago newspapers. The money raised 
at the Christmas party each year is di- 
vided evenly between the Chicago news- 
papers. 

Wichita, Kan.— The proposed joint 
“stag” picnic with the Wichita Insurors 
was postponed due to the weather and 
lateness of the season. A joint meeting 
will be attempted later in the year to 
develop closer cooperation between the 
two groups and greater prestige for in- 
surance in the city. 

Dodge City, Kan.—E. B. Fergus, branch 
manager of Kansas Inspection Bu- 
reau, Wichita, discussed “Safety Edu- 
eation Activities.” President Neal 
Grantham, National Life & Accident, pre- 
sided. The association’s charter is to be 
officially presented at the December 
meeting by Eugene Conklin, president of 
the Kansas association. 

Oklahoma City—The value of a direct 
approach was emphasized by O. D. Doug- 
las of San Antonio, Tex., state manager 
Lincoln National. He favors the “money 
approach,” pointing out to the prospect 
what life insurance will mean to him, 
and getting directly to the point as soon 
after making the contact as possible. 

Minneapolis—Charles T. Davies, Wyo- 
missing, Pa., million dollar policyholder, 
spoke at a dinner meeting attended by a 
large number of agents and their wives 
and several invited guests. W. W. Scott, 
president, outlined some of the associa- 
tion’s objectives for the coming year. 

Kansas City—An increase in annual 
dues of from $6 to $8 has been approved. 
Previously the Kansas City General 
Agents & Managers Association had ap- 
proved an increase of from $10 to $20 
for agencies writing over a million a 
year, from $10 to $15 for those writing 
less than a million. 

Increased revenue will permit the as- 
sociation to put on a training school 
starting in December for 13 weeks. F. G. 
Holderman, Jr., Equitable Society, is 
general chairman. 


Houston, Tex.—A sales training pro- 
gram was started this week continuing 
through Feb. 27. H. R. Smith, Jeffer- 
son Standard Life, is dean and William 
Harrison, Union Central Life, and H. G. 
Hewitt, Northwestern National Life, are 
instructors. Guest speakers will include 
Arthur Coburn, vice-president South- 
western Life, “The Picture of American 
Life Insurance Today,” Nov. 22; B. Wer- 
kenthin, vice-president and actuary 
American National; Paul Speicher, R. & 
R. Service, and Carroll C. Day, Oklahoma 
City general agent Pacific Mutual Life. 








Jaeger and Lewis in Texas 

FORT WORTH, TEX.—W. W. Jae- 
ger, vice-president, and M. E. Lewis, su- 
perintendent of agencies Bankers Life of 
Iowa, met with 50 Dallas and Fort 
Worth agents here. 


RECORDS 


Connecticut Mutual—Continued gains 
in new paid life insurance sales are re- 
corded for ten months. Paid sales for 
October were $8,779,278, an increase of 
12.5 percent over the same month in 
1939. Nine of the first ten months of 
1940 have shown excellent gains over 
the corresponding months in 1939 and 
the total paid sales for the year now 
stand at $84,615,478, 10 percent greater 
than last year. Its life insurance in 
force has been increasing consistently 
for six years. October showed a gain 
in insurance in force of $3,109,811. 
Total gain for 1940 is $35,700,935, bring- 
ing the total in force to the all-time high 
of $1,077,556,139. 

State Mutual—The paid-for business 
exceeded its paid-for production for the 
whole year 1939, as the company went 
into its 10th consecutive month of gains. 
Virtually the entire production for the 
last two months of this year will now be 
in the plus columns, the year’s gain 
being essentially the paid business for 
November and December. State Mutual 
announced more than a week ago that 
its net paid business had passed the net 
paid for all of 1939, and that its gross 
paid was following closely. 

The company simultaneously released 
figures on its term conversions for Oc- 
tober and for the 10 months of 1940. A 
gain of 30.23 percent during the month 
raised the 10 month total of conversions 
13.33 above the same period in 1939. 

Bankers Life, Iowa—New paid-for 
business in October totaled $5,216,210, 
an increase of 22 percent over the same 
month last year. The total net paid-for 
the first ten months was $42,917,659, a 
gain of 11 percent. 

The W. K. Niemann Des Moines 
agency topped all of the agencies for 
new issued and paid-for business in Oc- 
tober and continues to lead in amount 
of business for the first ten months. The 
M. A. Link agency, Seattle, was second 
for October, Cherry & Cherry, San An- 
tonio, third; F. W. Darling, Cedar 
Rapids, fourth, and F. C. Wigginton, 
Pittsburgh, fifth. 

Liberty National Life—The Presi- 
dent’s Month campaign in October re- 
sulted in the best month in its history. 
Applications received totalled $3,458,000, 
11.5 percent greater than the previous 
largest month, with every agency ex- 
ceeding its quota. Some agencies sub- 
mitted as high as 87 percent of their 
business paid. Using the “election” 
theme, the Liberty National Party ran 
President Frank P. Samford for a 19th 
term against Old Man Quota. Planks 





in the party platform were wood-grained 
fiber board, each imprinted with a de- 
scription of one of the company’s lead- 
ing policies fitted to life insurance needs. 


Farmers & Traders Life, Syracuse, 
N. Y.—Paid for business in October ex- 
ceeded the similar month last year by 
about 10 percent. The company oper- 
ates in rural communities in New York, 
Pennsylvania, Ohio and New Jersey and 
its improved business is a barometer of 
conditions in agricultural sections. 

Equitable, Iowa—October production 
was the largest in 11 years, with paid 
business of $5,768,689. This represented 
a gain over October, 1939, of $1,089,806, 


or 23.3 percent, and increased the gain 
for the year to date to $3,587,338, or 9 
percent. 

The Des Moines agency, G. V. Fort, 
general agent, led for the month with a 
paid volume of $508,453. This is the 
largest volume of business to be paid for 
in one month by any Equitable of Iowa 
agency since February, 1939. 

W. B. Strief, member of the Des 
Moines agency since 1925, and the com- 
pany’s leading personal producer in 1940, 
led all agents in October with paid busi- 
ness exceeding $250,000. Second for the 
month was P. L. Crouch, Jr., also of 
Des Moines, who entered life insurance 
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Jerry and his associates 
“took the bull by the 
horns” during the “sum- 
mer quarter.” For each 
of the summer months, 
July, August, and Sep- 
tember, when the “sum- 
mer slump” jinx is al- 
ways at its worst, Jerry 
and company showed a 
gain in production each 
succeeding month. 


force. 


cinch to be the best yet. 





JERRY MORTON RECEIVES 


CONGRATULATIONS 


FROM THE HOME OFFICE ! 


The Home Office is mighty proud of Jerry and the rest of the field 
They’ve done a good job and are deserving of congratulations. 


Jerry says that with the additional new field helps and continued 
Home Office cooperation the fall and winter quarters of the year are a 
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with the Equitable in September, 1938. 
His October production exceeded $100,- 
000. 

The Equitable has recorded a paid 
business gain each month since January, 
with the result that insurance in force 
has been increased by more than $10,- 
000,000 the first 10 months of 1940 to an 
amount in excess of $595,000,000. 


NEW YORK 


JOHANNSEN AGENCY LUNCHEON 











The A. J. Johannsen agency of North- 
western Mutual in Brooklyn, celebrated 
the close of a successful sales contest 
with a luncheon Thursday. Grant L. 
Hill director of agencies, was the prin- 
cipal speaker. In the eight weeks of the 
contest, 35 agents submitted more than 
$930,000. Top man was Benjamin F. 
Griffith of Lynbrook, L. I., with 13 cases 
for $203,707. Frank A. Cowan of Hunt- 
ington, L. I., was second high. W. J. 
Colwell, agency statistician presented an 
analysis, showing that 25 cases for $401,- 
779 were closed through the use of the 
agency’s personalized program, and 42 
for $253,864 with the new social secur- 
ity charts. 





BRAGG BEATS ’39 TOTAL 


Paid business of the J. E. Bragg 
agency of the Guardian Life of New 
York in New York City for the first 10 
months substantially exceeded its total 
paid production for the entire year 1939. 
This is the sixth year since the agency’s 
establishment in 1933 that its paid for 
business has shown a gain over that of 
the preceding year. In addition, the 
Bragg agency also won first place in the 
president’s month campaign by scoring 
the greatest number of applications sub- 
mitted during October. 





TAX ON INSTALLMENTS 


On the death of an assured, the pro- 
ceeds of life insurance may be paid to 
a beneficiary either in a lump sum or 
in installments. If the amount is paid 
in a single sum, the entire amount re- 
ceived is exempt from federal income 





Lawrence Priddy Retires 
from Active Business 








LAWRENCE PRIDDY 


Lawrence Priddy, well known life 
agent in New York City, for the New 
York Life, who is an ex-president of 
the National Association of Life Under- 
writers, has retired from business. He 
spends part of his time at his home in 
Montclair, N. J., and the rest at Miami 
Beach, where he has a number of 
houses. He is one of the few soliciting 
agents who has been president of the 
national body. He was elected president 
in 1917. 





tax. However, if payment is made in 
installments over a period of years, un- 
der the official regulations of the Treas- 
ury department, a portion of each in- 
stallment must be included in gross 
income. This portion is the “increment” 
which accrues after the death of the pol- 
icyholder because of the retention of the 
proceeds by the insurance company. 





SEEK GENERAL AGENCY MATERIAL 


Companies are watching very care- 
fully these days for general agency ma- 
terial. They realize that much more is 
required of a general agent today than 
in years gone by. Therefore, new stand- 
ards have been set, new demands made. 
Scouts, therefore, are out making an an- 
alysis of men here and there and grad- 
ing them according to their supposed 
qualifications for general agency posi- 
tions. 





PRESIDENT PARKINSON'S REPLY 


President Parkinson of the Equitable 
Society had letters and telegrams sent 
him by policyholders prior to election 
asking him whether it was true that 
their insurance is only worth 50 cents 
on the dollar. Furthermore he was 
asked whether it was true that insur- 
ance companies are getting into political 
trouble by advertising that they can buy 
votes at 10 cents apiece. President 
Parkinson said that he knew nothing 
of the People’s Committee to Defend 
Life Insurance & Savings until he re- 
ceived one of the pamphlets in the mails 
at his home. The Equitable, he said, 
nor no one connected with it has con- 
tributed to its efforts. 

He assured all policyholders that the 
Equitable’s assets are at conservative 
values sufficient to meet all its liabilities. 
Market values as of Sept. 30, exclud- 
ing U. S. government bonds, he said, 
were $4,000,000 more than the values at 
which the company carries them on its 
books. 

In reply to the question as to whether 
there was any danger of policies being 
worth 50 cents on the dollar, he said 
that President Roosevelt a few years 
ago reduced the value of the dollar to 
59 cents, but that devaluation affects all 
assets payable in dollars as well as life 
insurance policies. He said further, 
“You also know that world conditions 
as well as conditions in this country 
make possible further changes in the 
value of the dollar, all of which would 
be applicable to all other assets and 
contracts as well as to life insurance 
policies. At this moment, I see no more 
danger of that to which you refer hap- 
pening to your life policies than to your 
government bonds.” 





MRS. JOSEPH AGAIN QUALIFIED 


Lillian L. Joseph has again qualified 
as a President’s Club member for the 
Home Life convention to be held in 
Hollywood, Fla., in January. She has 
been the only women to qualify as a 
club member for six consecutive years, 
and has been the leader of her agency 
for the past seven years. 





H. A. Persell, manager of the 42nd 
street New York City branch of the 
Travelers, has been called for military 
service. 








National Industrial’s Capital Up 


DALLAS—The National Industrial 
Life has increased its paid-in capital 
from $44,000 to $75,000, with a net sur- 
plus of $75,000, B. H. Stephens, Jr., 
secretary, has announced. R. W. Hig- 
ginbotham, Dallas wholesale drygoods 
executive, has been elected a director. 
Business has been restricted to Dallas 
but will soon be extended to other Texas 
cities. 


Southeastern Observes 35th 


The industrial division of the South- 
eastern Life of Greenville, S. C. held its 


35th annual luncheon in Columbia. 
More than 300 representatives were 
present. 














MANAGERS WANTED 
FOR 


JACKSON 
LANSING 
BATTLE CREEK 


Real Opportunities with Liberal 
Contracts backed by Progressive 
Methods, Home Office Coopera- 
tion, Good Sales Equipment, and 
Outstanding Financial Strength. 


A few other openings are available 
in Ohio, Indiana, and _ Illinois. 
Apply immediately, stating age 
and previous experience. 


Write 


THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 
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LIFE POLICIES 


By JOHN H. RADER 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 


in Policy Literature, Rate Books, etc. 
Digest” and “Little Gem.” 
PRICE, $5.00 and $2.50 respectively. 


Supplementing the “Unique Manual- 


Published Annually in May and March respectively. 





Conn. Mutual Plans 
New Policy Series 


HARTFORD—The Connecticut Mu- 
tual Life will adopt a new series of pol- 
icy forms about the first of the year, 
primarily to place all optional settle- 
ments on a 2% percent guaranteed in- 
terest basis. This conservative step is 
made to preserve adequate margins 
above the guarantees made in the pol- 
icy contracts, so necessary to the safety 
of a contract which may run for a long 
period of years. 

The principal change has to do with 
the guaranteed rate of interest on op- 
tional settlements and on dividends left 
to accumulate. In both cases the guar- 
anteed interest factor will be 24 percent 
instead of the present 3 percent. The 
settlement which provides for leaving 
the proceeds at interest was previously 
placed on a 2% percent guaranteed in- 
terest basis. 

This will require changes in family in- 
come, family maintenance and continu- 
ous installment agreements and in poli- 
cies offering retirement income. 


Rules on Army _ Navy 
Risks Issued by Equitable 


The Equitable of Iowa has issued 
schedule of underwriting rules for 
army, navy, coast guard and civil aero- 
nautics authority risks All policies 
issued to such risks contain a partial ex- 
clusion aviation rider which excludes the 
risk of aviation except as a passenger 
on a regularly schedule passenger flight 
licensed common carrier. 


da 


of a dul y 
Policies for $5,000 will be issued with- 
out extr: premium and without any 


other war clause on the following classi- 
fications: commissioned officers of army, 
marine corps, navy and coast guard (not 
engaged in submarine operations) ; re- 
serve officers in above services; commis- 
sioned officers of national guard; West 
Point and Annapolis undergraduates; 
students taking civil aeronautics author- 
ity course in category of student pilots; 
members of national guard; men called 


for one year’s service under selective 
service act. 
Rules For “Non-Coms” 

The second group which includes 


warrant and non-commissioned officers 
of army and marine corps, warrant and 
petty officers of navy and coast guard 
(not engaged in submarine operation), 
will be issued $2,500 with the partial ex- 
clusion aviation rider but with an extra 
premium of $2.50. Other ranks of army, 
navy and coast guard are not acceptable. 
The group to which $5,000 will be issued 
may also apply for additional amounts 
which will carry the company’s regular 
war clause. The limits of $5,000 or $2,000 
will be reduced by any existing insur- 
ance in the company. No double in- 
demnity will be issued on any of the 
above risks but disability will be consid- 
ered for reserve officers, national guard 
members and men called for one year 
service under the selective service act if 
the civil occupation of such applicants 
warrants the issuance of disability. 


Air Travel Restrictions 
Are Being Removed 


The Air Transport Association is can- 
vassing life companies to determine their 
attitude on removing the restrictions on 
scheduled air line travel in light of the 


excellent experience in recent years. 
The companies which have indicated 
that they are removing this limit on 





average cases are: Metropolitan Life, 
Travelers, Connecticut General, Bankers 
Life of lowa, Equitable of Iowa, Penn 
Mutual and Mutual Life of New York. 
The Equitable Society and the Pacific 
Mutual have already announced that 
they have removed these limitations. 
The Air Transport Association’s ad- 
vertisement in last week’s “Life” fea- 
tured the Equitable Society’s action. 


Canada Life Increases 
Non-participating Rates 


On Oct. 1 the Canada Life increased 
non-participating premiums _ rather 
sharply for life and endowment plans. 
This followed by about 15 days adop- 
tion of the new standard table for im- 
mediate annuities. The non-participat- 
ing premium increase averages about 6 
percent although the range is from ap- 
proximately 3 percent to as much as 10 
percent. In ‘dollars, the average in- 
crease is about $2 per $1,000 of insur- 
There is no change in term pre- 


ance. 

miums. New rates are: 
End. End. 
Age Age 


5 
7 
1 
& 





‘Metropolitan Increases 


Certain Annuity Rates 


NEW YORK—Metropolitan Life has 
increased its rates on all ordinary im- 
mediate single-life and joint and sur- 
vivor annuities by adopting a new in- 
terest and mortality basis. Effective 
Nov 1 annuities are based on the 1937 
standard annuity table stepped back one 
year in the case of contracts on a cash 
refund basis and stepped back two years 
for contracts where no such return is 
provided. The interest assumption on 
the new contract is 2% percent. The 
loading is 5 percent. 

Metropolitan recently announced in- 
creases in group annuity rates. 


Dividend Rate Maintained 

Until further notice, the scale of divi- 
dends for policies of the Manufacturers 
Life, completing their dividend periods 
in 1941, will be the same as in 1940. 

On dividends on deposit and supple- 
mentary contracts providing a fixed in- 
come over a fixed period, without the 
right of further withdrawal, the interest 
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rate will be 334 percent; on other sup- 
plementary contracts or sums on de- 
posit, 3% per cent or 3 percent, accord- 
ing to the rate guaranteed in the 
contract. 


New Endowment Income Contract 


Paul Revere and Massachusetts Pro- 
tective, companion companies, are offer- 
ing income endowment contracts provid- 
ing a $10 monthly life income, 120 
months certain, with a death benefit of 
$1,000 or cash value if greater. Due to 


the lower income allowed to women for 
each $1,000 of proceeds, 
portion of 
than that for 
lives. The 

values follow: 
(With Waiver of 


the endowment 
female contracts is greater 
similar contracts on male 
premiums and maturity 


Premium Disability) 


Fm. 
21.43 
22.81 
27.31 
33.42 
42.01 
54.62 
73.66 
05.47 
70.91 





Mat. 


v1. $1,855 $2,049 $1,664 $1,855 $1,488 $1,664 





Aetna Keeps Same Scale 


For 1941, the Aetna Life will continue 
the dividend — that has been in 
use since Jan. 1, 193 At that time the 
company recognized ii downward trend 
of interest rates and constructed a divi- 
dend formula based entirely on mortality 
and expense savings. Any interest earn- 
ings above the guaranteed rate are 
thereby used to increase surplus for the 
time being. The increase in surplus and 
contingency reserves last year was al- 
most double the amount paid as divi- 
dends to policyholders and stockholders. 

The interest rate on dividends and 
other funds left at interest, in both par- 
ticipating and nonpar departments, will 
be 3 percent except where a higher rate 
is guaranteed. 


Simplifies Policy Setup 

Carrying out a program of policy sim- 
plification, the Great Northern Life is 
substituting its new “500” series of com- 
mercial accident and health policies for 
all policies heretofore issted in that de- 
partment, except for automobile acci- 
dent policies 211 and 243. All other com- 
mercial policies heretofore in use will be 
discontinued Dec. 1. 





Plead Guilty on Mail Fraud 
SHREVEPORT, LA.—J. B. Free- 
man, Dallas, and T. L. Morris of this 
city entered pleas of guilty to a charge 
of using the mails in a fraudulent in- 
surance scheme, when a second trial for 
— opened in federal court here. They 
had previously been found guilty on 
similar charges and given five years in 
the federal penitentiary at Leavenworth. 
The court accepted the guilty pleas and 
suspended sentences in the second cases, 
announcing the men would be placed on 
probation when their terms are com- 
pleted. They were then taken to prison. 
In pleading guilty Freeman and Mor- 
ris also entered similar pleas for the 
three assessment outfits through which 
they operated: Guaranty Benefit Asso- 
ciation, National Protective Association 
and Interstate Protective Association. 





PURE PROTECTION 


LOW COST 
LIFE INSURANCE 


Ordinary, Whole Life Policy Without 
Investment Features 
Life Insurance In Itself Is Inexpensive 
ESTIMATED AVERAGE ANNUAL COST 
AGE 40...$16.40 
PER $1,000.00 
33 Years of D. dable Service to Policyhold: 
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K. of C. Directors Put 
War Clause in Effect 


Directors of Knights of Columbus 
have decided to apply a limited war 
clause to certificates issued after Oct. 
16 and also an aviation restriction pro- 
vision. The society’s liability is to be 
limited to the sum of contributions paid 
on the certificate less any indebtedness 
thereon, but not more in any case than 
the amount payable thereafter, in case 
of military or auxiliary non- -combatant 
service and war-caused death occurring 
as follows: Either while outside conti- 
nental United States, Canada or New- 
foundland and in military service of any 
country at war, whether declared or un- 
declared, or in any auxiliary or civilian 
non-combatant units serving with such 
military forces, or within six months 
after termination of such service out- 
side continental limits as a result di- 
rectly or indirectly of wounds, injuries 
or disease suffered or contracted while 
in such service; occurring in military 
service as defined by the clause, or in 
civilian or non-combatant units, result- 
ing directly or indirectly from service, 
travel or flight in any kind of aircraft, 
whether mechanically propelled or not, 
except as fare paying passenger in li- 
censed passenger airplanes, operated by 
licensed pilots in scheduled air service 
between specified airports; or occurring 
within five years of date of certificate as 
a result directly or indirectly of war or 
any act incident thereto, whether de- 
clared or undeclared, either while in- 
sured is traveling or residing outside 
continental U. S., Canada and New- 
foundland, or within six months after 
return to such limits. 


Military Service Defined 


If paragraph 1 becomes effective it 
supersedes paragraph 2 and if para- 
graphs 1 or 2 become effective, each will 
supersede paragraph 3. Military service 
is defined to include service after en- 
rollment, whether active or inactive, 
with army, navy, marine, aeronautic, 
medical or other branches of military 
service. Continental limits are con- 
strued to include waters within three 
miles of the coastline. The incontest- 
able provision in the new certificates 
was ordered to be amended in line with 
the above restrictions. 





Masich Pennsylvania Head 


John Masich, Greek Catholic Union 
of U. S. A., was elected president of the 
Pennsylvania Fraternal Congress at the 
annual meeting. Other new officers are: 
Vice-presidents, Miss Louise Patrick, 
Woodmen Circle, and O. A. Cottler, 
Artisans Orders of Mutual Protection; 
secretary-treasurer, H. B. Meixel, Ben 
Hur Life, Philadelphia. The 1941 meet- 
ing will be held at Wilkes-Barre about 
Nov. 15. A. O. Benz, president Aid 
Association for Lutherans and president 
National Fraternal Congress, was a 
speaker. J. P. Sekerak, president Greek 
Catholic Union and member N. F. C. 
executive committee, spoke on the need 
for greater fraternalism. Dr. C. S. Tib- 
betts, dean school of business adminis- 
tration, University of Pittsburgh, dis- 
cussed the low interest situation. Walter 
Basye, editor “Fraternal Age,” discussed 
the fraternal life insurance situation of 
today. Mrs. H. Orma Chamberlain is 
the retiring president. 








OPPORTUNITY 
FOR SALES 
REPRESENTATIVES 


Excellent opportunities for sales- 
men in Cook County, Illinois, rep- 
resenting sound, progressive fra- 
ternal society with modern up-to- 
date life, accident and sickness 
contracts. Mutual Benefit Aid So- 
ciety, Chicago, Ill. Telephone 
Nevada 1712. 











Maccabees Now Issues 
Hospitalization Rider 


Maccabees announced it will issue 
hospitalization insurance as a_ supple- 
ment to its sickness and accident cer- 
tificates, to be known as the “hospital 
expense supplement.” Members not 
owning sickness and accident certificates 
will not be eligible for this new cover- 
age. It will be sold in three amounts, 
50 cents, 75 cents or $1 monthly pre- 
mium, the 50 cents rider entitled the 
member to room and board up to $3 
daily when necessarily confined in an 
incorporated hospital and with a limit 
of 30 days each year. 

There will be extra reimbursement for 
special expenses such as operating room, 
x-ray, laboratory fees, anaesthetics, etc., 
to $19.50 total. The 75 cent supplement 
will entitle the member to $4.50 reim- 
bursement per day, with $31.50 for spe- 
cial hospital services, and the $1 a 
month plan, $6 daily and $42. 

The supplement is intended only to 
reimburse the member for actual ex- 
penses of hospital confinement. It is 
subject to all terms and conditions of 
the sickness and accident certificates to 
which it is attached. In order to receive 
reimbursement for expenses, a member 
must be confined in a hospital for at 
least 18 hours. Claims must be accom- 
panied by receipted hospital bills show- 
ing the actual expenditure. If hospitali- 
zation is in a state hospital, at no 
expense, or if failing under workmen's 
compensation, no benefits will be al- 
lowed. 


W.O.W. Intervenes in Neb. 
Suit Based on Vested Right 


LINCOLN, NEB.—Rainey T. Wells, 
general counsel Woodmen of the World, 
Omaha, intervened in the supreme court 
in a suit brought in Omaha by Wesley 
McLean against Fidelity Life. The court 
below held that because of an oral agree- 
ment with his wife that each should take 
out insurance on the life of the other, 
the husband had a vested right in the 
proceeds payable when she died. Before 
death she changed the beneficiary to her 
children by a former husband. 

Mr. Wells points out that the state 
law specifically says no vested right can 
obtain in a fraternal certificate, and that 
McLean’s remedy is against the estate 
for damages by breach of contract. If 
the decision stands, he says, it will be 
necessary in the future for fraternals to 
secure waivers from all previous bene- 
ficiaries before it will be safe to-pay the 
policy, and the court should give force 
to the state law in the interest of pro- 
tection against double payment. 


Meet in Cincinnati Next June 

The supreme circle of Protected Home 
Circle will hold its 23rd biennial con- 
vention in the Netherland-Plaza hotel, 
Cincinnati, in June, 1941. 








Maccabees Has Big Increase 


Maccabees’ new business in the first 
10 months of this year was 64 percent 
ahead of the same period last year. A 
three months’ production campaign will 
wind up Nov. 30, the goal being $12,- 
240,000. In September, production was 
73 percent over this quota, October ap- 
proved business was 93 percent, leaving 


SECURITY - PROTECTION - GOOD FELLOWSHIP 





A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gives the following stock quota- 
tions of life companies as of Nov. 12: 

Par Div. Bid Asked 


Aetna Life .... 10 1.40* 28% 30 
Cent. States Life 5 mar 2 
Colum. Natl. L..100 a 65 70 
Conn. Genl. .... 10 .80 25 27 
Contl. Assurance 10 2.00 36% 39 
Great South. L. 10 1.30 18 20 
Kan. City Life..100 16.00 370 410 
Life & Cas..... 3 -50 10 11 
Lincoln Natl.... 10 1.40* 29 31 
New World Life 10 30 4 5 
N. W. Natl. Life 7.50 .30 11 12% 
Ohio Natl. Life. 10 1.25 25 27 
Old Line Life.. 10 .60 10 12 
Sun Life, Can..100 15.00 240 290 
Travelers ..... 100 16.00 415 430 
Union Cent. Life 20 1.20 21 25 
Wis. National.. 10 1.00 16 18 


*Includes extras. 





a remaining quota of $5,427,000 ap- 
proved business to secure in November. 
Prizes of various trips to field confer- 
ences will be awarded representatives 
who qualify. <A field conference will 
be held in Detroit Dec. 11-12. 





Gather in Chicago Dec. 16-17 


Walter C. Below, president Fidelity 
Life of Fulton, Ill, announced the an- 
nual meeting for sales representatives 
will be held in the Morrison hotel, Chi- 
cago, Dec. 16-17. The membership of 
the $100,000 Club will be announced 
then. More than $4,000,000 new business 
was produced so far this year and a 
substantial increase is expected in No- 


vember. This is the third consecutive 
year of sales gains, President Below 
said. 





C. O. F. to Hold Initiations 


Several high court officers of the Cath- 
olic Order of Foresters will officiate at 
class initiations of that society to be held 
in Kankakee, IIl., Dec. 8, and Chicago, 
Dec. 15. 





Agents and officials from _ central 
South Carolina of the Capital Life & 
Health attended a dinner in Columbia 
after a business session at the home of- 
fice. Lester L. Bates, president and 
treasurer, presided. 


Five Modern Legal 
Reserve Contracts 


@ Ordinary Life 

@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@ Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 


Write for particulars to 


PETER F. GILROY, President 


1447 TREMONT PLACE 








DENVER, COLORADO 











THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1893 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller Frances D. Partridge 
Supreme Supreme Secretary 


Port Huron, Michigan 














The officers of the Equitable Reserve Asso- 
ciation have Faith in the Integrity and 
Common Sense of the American People 
and Pledge their utmost in Effort and Co- 
operation that the Equitable Reserve May 
Do Its Part to Further and to Share in the 
Progress of the Nation. 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 


(A Great Friendly Society With A Record of 43 Years of Real Service 
to Its Members.) 


“STRAIGHT THINKING” 


may well be the title of the Coming Period be- 
tween 1940-1950. 











PROTECTED HOME CIRCLE 


SHARON, PA. 


FOUNDED IN 1886 


A Legal Reserve Fraternal Insurance Society 





S. H. HADLEY, Supreme President 








L. D. LININGER, Supreme Secretary 
SHARON, PA. 

















Cost Factors Are Cited by 
Metropolitan Life Actuary 


In discussing the effect of lower in 
terest rates and improved mortality on 
the cost of life insurance, H. R. Bass 
ford, Metropolitan Life actuary, points 
out that the interest rate on investments 
has declined 1!2 percent in the last 10 
years. With an average reserve of $200 
this means that the average cost per $1,- 
000 insurance has been increased about 


$3. Improvement in mortality in the 
last 10 years has reduced the cost of 
insurance by about 65 to 70 cents per 
$1,000 


In regard to possible further declines 
in interest rates and the possibility of 
34-percent reserve policies being en- 
dangered, Mr. Bassford pointed out that 
if the companies had to rely on interest 
income only the declining interest rate 
would be of much more importance than 
“In order to set up the necessary 


it is. 
reserve on 314 percent policies the com- 
pany can rely not only on future inter- 


est earnings but also on future premiums 
and the existing surplus accumulated 
from that business,” he said. “During 
the last three years the average margin 
n our premiums on 314 percent policies 
has been about $100,000,000 a year, 
which includes some margin from inter- 
earnings in excess of the interest 
necessary to maintain that 3% percent 
eserve. It is from this combined mar- 
ein that the companies pay dividends. 
In 1939 the company not only paid the 

vidends but al ided a substantial 


aliso at 
amount to the surplus on 31! percent 


est 


usiness. 


Should the interest rate continue to 
decline, any necessary part of the mar- 
g ivailable in the premiums, in the 1n- 


rest, and in the amount set aside for 
increase in surplus could and would 
reserves. Beyond this mar- 
in in the premiums and in the interest 
nings the company has accumulated 
past € arnings a substantial surplus 
contributed almost en- 


reent 





ye used tor 


} 


as been 
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Litwack Talks to Accountants 


NEWARK—At the tax forum of the 
New Jersey State Society of Certified 
Public \ccountants _N. C. Litwack, who 
as an authority on business 
alysis from th 1e life insurance 
standpoint, “Federal Estate 
and Gift Taxation Practical Meas- 
Estate Conservation.” 


is regarded 





nd estate ar 
discussed 
and 














AeNATIONAL UNDERWRITER 


and Bailey cases and the open forum 
following his talk provoked many in- 
teresting questions and_ enlightening 


answers on corporation and partnership 
life insurance. 


Pan-American Life Appointment 
The Pan-American Life announces the 
appointment of Fred H. Rhymes as dis- 
trict manager in charge of the Lake 
Charles, La., territory. He entered life 
insurance with the Pan-American in 
February, 1932, and since that time has 
established a fine record as a personal 
producer in Louisiana territory. 


College Retirement Plans Studied 

NEW YORK—Rainard B. Robbins, 
vice-president and secretary of Teach- 
ers Insurance & Annuity, has written a 
book, “College Plans for Retirement 
Income,” which is published this week 
by Columbia University Press, New 
York City. The book not only describes 
in detail the various plans in force in 
colleges for the benefit of their facul- 
ties but gives considerable space to con- 
sideration of what provisions are de- 
sirable in a retirement plan. Mr. Rob- 
bins’ book may be obtained through 
THE NATIONAL UNDERWRITER. 


Savings Bank Insurance Rises 
BOSTON—Savings bank life insur- 
ance in force in Massachusetts as of 
Oct. 31 set a new high of more than 
$192,000,000, according to R. F. Nut- 
ting, president Savings Bank Life In- 
surance Council. There were 212,000 
policies, a new record. Increase in 
writings for the year was $19,000,000. 
It was announced the Somerville Sav- 
ings Bank had become the 29th savings 


bank in the state to start issuing this 
insurance. 
Plans to Enter Life Field 

Frank L. Becker, who has been con- 


nected with the Illinois insurance depart- 
ment at Springfield as assistant examiner 
in the license branch, and prior to his 
association with the office was an insur- 
ance agent, is now contemplating going 
into life insurance work as an agency 
supervisor or general agent. The past 
five years he has given written examina- 
tions to about 25,000 agents and brokers 
in Illinois. 


Ohio State Life Leaders 











zed on the accountants the pres- The Michigan state agency of the 
sing need for careful analysis of the Ohio State Life leads all agencies in 
state problems of th eir clients if legiti- the volume of insurance written the 
ate savings are to be obtained and the first 10 months, followed by Cleveland, 
serious pairment or even destruction Columbus, Pittsburgh and Akron. Wil- 
their prime assets effectively avoided. lard Morris, Westerville, O., was the 
Mr. I discussed the Hallock leader in individual production in Oc- 
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A PUBLIC SERVANT SINCE 1897 
Attractive ordinary agency possibilities in the Philadelphia area. | 
Write | 
CHARLES F. NETTLESHIP, President 

HOME OFFICE—JERSEY CITY. N. J. 
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1907 


33 YEARS OF FAITHFUL S-E-R-V-I-C-E! 


Write Paul L. Temple, Agency Director, for Descriptive Folder of New 
“AUTOMATIC COVERAGE” 


MORTGAGE CANCELLATION PLAN 








J. C. West 
President 











MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$16,000,000 Insurance in Force” 


Home Office 
St. Louis, Mo. 
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tober, followed by T. S. Holcomb, gen- 
eral agent at Charleston, W. Va 
Called to Active Duty 
CHATTANOOGA, TENN. The 
Provident Life & Accident lost two 
members of its home office accounting 
staff when Capt. B. D. Kitchings and 
Lieut. W. W. Voight, reserve officers, 


were ordered to report for one year of 
— duty. 


Capt. Wesley Armstrong, a member 
of the field force, has been ordered to 
active duty at St. Louis. 


Sees Field for Women Agents 


“Independent Woman,” publication of 
the National Federation of Business & 
Professional Women’s Clubs, in its cur- 
rent edition carries an article on the in- 
surance selling field for women by Fran- 
ces Maule, vocation expert and author. 
She quotes from remarks made by Bea- 
trice Jones, Equitable Society, New 
York, at the September convention of 
the National Association of Life Under- 
writers. Miss Maule states that a wo- 
man agent who has training and quali- 
fications, should be able to get further 
than a man agent in selling to a woman 
prospect. A great many women pre- 


tiate was m 


Contract." 
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fer to deal with sympathetic, well 


trained women. 


Send Out Kemper Addvees 


The U. S. Chamber of Commerce js 
sending out in pamphlet form copy of 
the address of James S. Kemper of 
Chicago, its president, on “American 
3usiness and National Defense” that he 
delivered before regional conferences at 
Philadelphia, Pittsburgh and Syracuse 
in October. 





\ dinner given by fellow superintend 
ents was tendered George P. Kunkel- 
mann to mark his retirement as super 
intendent of Pittsburgh district 3 of Pru- 
dential after 40 years of service. Home 
office executives es attended were Di- 
vision Manager J. F. Kiley and Assist 
ant Secretary | ae Bed 


Conventions 





Dec, 2-4—National —— of In- 
surance Commissioners Pennsylvania 
Hotel, New York Cty. 

Dec. 4—Institute of Life Insurance an- 
aual. meeting, Waldorf Astoria, New 

or 

Dec. 5-6—Life Presidents wm. 
Waldort- Astoria, New York Cit 


BIG CASE 


A common expression among our agents, 
"The biggest case | will probably ever nego- 
y Republic National Life Agency 


Address Agency Inquiries to: 
M. ALLEN ANDERSON, Director of Agencies 
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Popular Policy Forms 
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Liberal Dividends 
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DETROIT 


2724-6 Union Guardian Bldg. 
F. W. SIMPSON, Manager 





SECURITY! The symbol of 
service and shield of protec- 
tion respected by policy- 
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Average Producers Explain 


Their Successful Methods 


SAN FRANCISCO—With those in 
attendance enthusiastically voting for 
“more such meetings” the San Francisco 
Life Underwriters Association’s gather- 
ing conducted by six average producers 
proved highly successful. 

Oak Adams, Provident Mutual Life, 
discussed the value of programming. 
Stanley Brooks, Guardian Life, pros- 
pecting; Robert Cook, Phoenix Mutual, 
“Proper Mental Attitude”; Henry Dra- 
bin, Penn Mutual, “What Price Age 
Change’; Louis Tilin, Metropolitan, “In- 
come Selling Increases Volume.” The 
concluding discussion was on “From the 
Bottom to the Top Through Service” 
y Arthur Larkinson, Metropolitan Life. 

Mr. Adams explained his approach to 
the average young prospect, illustrating 
by means of blackboard the various 
“needs” to be covered, pointing to the 
value of advance information on pros- 
pects. He gets the prospect’s policies 
for analysis by telling him that the case 
deserves more than snap judgment, that 
he wants his figures to be absolutely 
correct, and that he would like a future 
appointment to come back and present 
the figures. Such procedure has worked 
remarkably well. 


Raises His Average Policy 


Mr. Brooks has raised his average 
policy sale from $2,400 to $4,400 during 
the past year. He said that 80 percent 
of his business is on old policyholders 
or referred leads, and that because of 
his system of prospecting he practically 
always has more good prospects than he 
can call on. “A good prospect,” he said, 
“is one whose income is 100 times his 
age.’ He urged agents to ask for pros- 
pects and leads when delivering policies 
that they develop centers of influence; 
that they use planned prospecting ideas 
and that they also use the same tenacity 
of purpose in getting new names and 
information about people and prospects 
as they do in keeping “dead wood” in 
their files. “As long as we have old 
cards in our files we will stall because 
our files are full,” he said, urging that 
these files be cleaned out and kept up to 
date with only live leads and prospects. 


Plan with Right Attitude 


Mr. Cook, who is a consistent “app 
a week” producer, urged coupling a 
definite plan with the right mental atti- 
tude. Agents should “shun negative 
thinking and conversation,” he said. 

Mr. Tilin told of the necessity for ar- 
ranging income insurance even if the 
amount is small. He urged agents to 
imbue themselves with the belief that 
through such service to the small policy- 
holder, an agent is often rendering a far 
greater service than by placing a far 
larger policy on such a basis. 

Mr. Drabin told of the value of age 
change calls. A proper fling system 
means two calls for every card per year, 
first, on birthdays and, second, six 
months later on the policyholder’s “in- 
surance bargain day.” Out of 72 lives 
for a total of $225,831 with annual pre- 
miums of $6,515, 19 bought the second 
time, four the third time, and two the 
fourth time as the result of his birthday 
and age-change calls, Mr. Drabin re- 
ported. ie 


Service Is Essential 


Mr. Larkinson made an earnest plea 
for proper service to policyholders, 
pointing out that the things the agent 
promises will not come true for the 
policyholder unless proper service is ren- 


dered, and that too often the agent never 
goes back to call on his policyholder. 
“You cannot find out the kind of service 
people need unless you know the peo- 
ple,” he said, pointing out that too often 
the agent develops a feeling of ‘“superi- 
ority’ because he talks in “millions of 
dollars,” forgetting that the man who is 
working to pay the premium on the in- 
surance is working for his bread and 
butter to give the agent his “bread and 
butter.” He urged agents to keep a true 
picture of life insurance, because “if you 
have got your sights above the business 
you are lost.” 


Programming Appioach Is 
Presented by O. D. Douglas 
KANSAS CITY—A successful pro- 


gramming approach was presented be- 
fore the Kansas City Underwriters As- 
sociation by O. D. Douglas, San An- 
tonio, Texas general agent Lincoln Na- 
tional Life. 

Anticipating the objection that the 
prospect has all the life insurance he 
needs, Mr. Douglas replies: “One thing 
in which we are all interested is income. 
We're interested in it because we know 
our families must have it delivered to 
them, once we’re out of the picture, for 
food, clothing, medical care, etc., every 
month. We're interested in it because 
when we reach the sunset days we have 
to have it every month, etc.” He stops. 

If the prospect comments, or if he 
doesn’t, Mr. Douglas continues: “It 
would be presumptuous for me to tell 
you how much your family would need 
if you were taken out of the picture. 
3ut I’d like the opportunity to talk 
about it honestly and frankly.” In an 
approach of this kind there can be no 
offense. 

“If you're sick, you go to the family 
doctor and ask him to do something for 
you,” Mr. Douglas continues to the 
prospect. “If he looked at you from 
across his desk and said, ‘Go home and 
take some castor oil,’ you wouldn’t think 
much of him. It is the same with me 
telling you what to do without knowing 
what you need.” 

Mr. Douglas believes in simple pro- 
gramming in every sale to increase the 
average size policy. Mr. Douglas gets 
the prospect to decide on the amount 
needed for cleanup expenses, mortgage 
other debts. Then he goes on to say, 
“T don’t know anything about your in- 
come. What’s the most you can save?” 

If it’s $10 or $12 a month, Mr. Doug- 
las sets it up on the basis of $1,000 plus 
an income of $100 a month for a vear, 


FACT FILE INFORMATION 


s 


75 for the second year, and 350 a 
month in the third. 
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Get Business Insurance 
Prospects Examined First 


Romola D. Hardy, district manager 
Massachusetts Mutual at Charlotte, N. 
C., gave some good pointers on selling 
business insurance in her talk at the 
women’s session of the recent National 
Association of Life Underwriters con- 
vention. 

“T have found that in selling stock 
purchase insurance it is best to sell the 
idea and get the insurance in force and 
then worry later about the details of the 
stock purchase or partnership interest 
purchase agreement,” she said. “Like 
many other agents I have frequently 
fallen a victim of the snare and delusion 
which results from presenting a stock 
purchase case in a manner which would 
involve a decision on the exact details 
before the life insurance was sold. I 
tell prospects for stock purchase insur- 
ance that the first thing to find out is 
whether or not they are insurable and 
get the policies actually available before 
they waste time in drawing an agree- 
ment which cannot be put in effect in 
event it is later found that they are not 
eligible for the insurance.” 





Find Man Who Realizes Key 
Man’s Value—Helen Summy 


“Probably the one most important 
problem in the entire field of prospect- 
ing for business insurance is to deter- 
mine the man or men to first approach,” 
said Helen Summy, Equitable Society, 
St. Joseph, Mo., in her talk at the 
women’s quarter-million-dollar round 
table session at the National Association 
of Life Underwriters convention. 

“In the case of a key man,” she said, 
“he is not going to acknowledge to you 
or even to himself that he is of such 
vital importance to the business that his 
death would impair its operation or re- 
duce its earnings but someone in the 
business is going to realize that and as 
salesmen it is our problem to find out 
who that someone is. Many a concern 
today is unprotected by business insur- 
ance just because one of us underwriters 
failed to see the right man.” 





“The public is sold on life insurance 
and it is up to the salesman to be able to 
think clearly enough to anticipate the 
aims, desires, and hopes of his prospect. 
and then to be able to clearly and 
simply outline a workable plan which 
will accomplish all of these things, 
through life insurance.”—A. J. Nuss- 
baum, Massachusetts Mutual Life, Mil- 
waukee. 


Chances of Orphanhood 


According to present mortality conditions, six out of every 100 children 
born to fathers of age 25 will lose their fathers before they attain age 16. 
For fathers age 30 the chances are 7 in 100; at 35, 10 in 100; 40, 15 in 100. 

A study of white industrial policyholders shows the number of dependent 
children left by married men dying at the following ages: 


Age Children 
GO ke heads er 
30-34 see err 
NE ve oor ca ee ete 


Age Children 
IN 9 hors) Se ba dw ae es 2.4 
45-49 . Rca en <aisiatereiad wae 


on, EEE OCC ECE TET 1.8 


2.5 
There are about 2,300,000 orphaned children in the U. S. under age 16 
who have lost either one or both parents. Of this total 1,400.000 have lost 
fathers only, 800,000 mothers only and 100,000 both parents. Approximately 
200,000 of these orphans are under age 5 and 600,000 between 5 and 9. 
Source: Louis I. Dublin, Metropolitan Life Statistician. 


Thorough Pinion for 
Approach Is Stressed 





SAN ANTONIO, TEX—E. D 
Shepherd, Jr.. Houston, general agent, 
Connecticut Mutual Life, and O. D 
Douglas, San Antonio, general agent 
Lincoln National Life, spoke to the San 
Antonio Association of Life Under- 
writers. 

The need for thorough preparation for 
the interview was stressed by Mr 
Shepherd. The interview should be si 
conducted that it uncovers the needs of 
the prospect not alone for the agent but 
for the prospect himself so he can vis 
ualize his present situation and future 


situations as properly cared for by life 
insurance. 
Ihe presentation should be so deve! 


oped ‘hat when the agent is interrupted 
he can pick up the interview at the point 
of interruption and continue the presen 
tation smoothly, Mr. Shepherd stated. 

Mr. Shepherd advocates a telephons 
approach because it saves time and is 
effective in securing the attention of th: 
prospect. If he ts using an educationa 
approach, Mr. Shepherd calls up the 
prospect and says, “Mr. H, do you pla: 
to give George a college education I 
have a plan by which you can make an 
annual deposit and guarantee that 
George will get a college education and 
which will give him a Christmas present 
from you each year which I wish to 
explain to you.” 


Mortgage Cover Approach 


[In connection with mortgage cover- 
age, Mr. Shepherd calls and says, “Mr 
H, I see from the records showing the 
transfer of property that you have 
bought a home. Congratulations [ 
have a plan to offer you by which you 
can progressively decrease the debt on 
this home and guarantee its full pay- 
ment if anything happens to you. This 
plan will make your interest payments 
only one and one-half percent more 
than you are now paying on the 
gage. 

This type of approach fixes the prob- 
lem promptly and clearly for the pros- 
pect and suggests a solution. To con- 
clude such a presentation successi 
Mr. Shepherd pointed to the need fo 
motivating stories that will aid the 
agent in getting the prospect to act 
Every agent should have at least five 
good motivating stories which he cat 
tell in an effective manner 








Get Prospect to Talk 


Mr. Douglas stressed the ortan 
of leading the prospect to ta tk him- 
self and his situation so that a progran 
to meet definite needs which are rec- 
ognized by the prospect may be pre- 
sented. He urged that life underwriters 
get life situations. The fact that 62 
percent of the life insurance policies in 
force are $1,000 policies, Mr. Douglas 
cited as evidence that agents have, not 
done what they should. He advised that 
agents start with a policy to meet a 
single need. 

The program approach is logical a1 
increases the usefulness of life insuran¢ 
He related some of his personal exper! 
ences in getting prospects to reveal ‘thei: 
own life situations to 

Mr. Douglas urged agents to help a 
man work out a program which will en- 
able him to do the things which he de- 
sires to do. He stressed the need for 
aiding the prospect in visualizing the 
situation ahead and said, “Our respon 
sibility is to paint the picture of iife ing 
surance in action. If we do this we wi i 
make the world a better place in which? 
to live | 





and we will sell happiness and 
contentment.” 
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Reliance Life Has pre anes 
Over Half Billion Mark 


(CONTINUED FROM PAGE 2) 


While the company was being formed, 











e vacht “Reliance” showed its superi- 
ority over other American vachts and 
was chosen as the defender against the 
hallenge of Sir Thomas Lipton and his 
‘Shamrock III” for the 13th race for 
the America’s Cup The name, “Re- 
iance,”’ was featured in newspaper ac- 
ounts of the trial races and those or- 
gan the company recognized the 
ime as particularly applicable to a life 
surance company, signifying, as it 

ves, strength, dependability and all the 
eals of public service held by the 

inders. That is how the Reliance Life 
got its name. Late in the summer of 

103, the yacht “Reliance” won three 
lecisive victories over tl Shamrock 
II” and retained the cup 
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The Reliance Life opened its home of- 
f y 4, 1903 f rooms in the 
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Policy Ww allets 
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Leather Policy Wallets 
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fourth apn to resources among its 
great financial institutions. 

Arthur E. Braun, president Farmers 
Deposit National Bank, succeeded to the 
presidency of Reliance Life after the 
death of Judge Reed in 1927. Mr. Braun 
had been elected vice-president after the 
death of Mr. Given in 1919. 

Two men who began as employes 
when Reliance Life opened its home of- 
fice in 1903 now hold important offices 
in it. They are J. N. Jamison, executive 
vice-president and William J. Snodgrass, 
treasurer. Other executives are O. M. 


Eakins, vice-president, secretary and 
medical director; L. P. Gregory, vice- 
president in charge of accident and 
health insurance; H. T. Burnett, vice- 


president in charge of agencies, and ©. J. 
McKenna, vice-president in charge of 
underwriting. 


Interest in Rock Island Plan 
WASHINGTON — The Interstate 


Commerce Commission has approved a 

plan for the reorganization of the Chi- 
cago, Rock Island & Pacific, a railroad 
in which a number of life companies are 
interested as holders of large blocks of 
securities. The I. C. C. plan follows 

n many respects the general outlines of 
th 1e€ plan proposed by the committee rep- 
resenting the holders of the first & re- 
funding 4s and secured 4%s, although 
substantially reducing the capitalization 
plan proposed by the committee even 
though the committee plan represented 
a drastic scaling down process from the 
inal capital structure. 

The committee of seven included four 
life insurance men, D. S. Beebe, vice- 
president and financial manager Mu- 
tual Life, chairman; J. W. Stedman, 
vice-president Prudential; W. Walk- 
er, vice-president Northwestern Mutual, 
and H. C. Haggerty, treasurer Metro- 
politan. 

The I. C. C. approval of the plan still 
leaves the question to come before the 
courts and the security holders them- 
selves. The proposal is being closely 
studied by those interested. 








Incontestability Issue Up 

The Georgia supreme court denied a 

rehearing in Riley vs. Industrial Life & 
Health. The effect of an incontesta- 
bility clause is to prevent the company 
from raising defenses, other than non- 
payment of premiums, after the policy 
had been in force for the period stipu- 


lated. The fact that the insured died 
within that period and the company de- 
nied liability on the ground that the in- 


sured was not in good health when the 


policy was issued and therefore violated 
the sound health clause is not sufficient 
to serve as a contest of liability which 
can be relied upon in an action ‘brought 
ipon the policy after the expiration of 


of contestability, the court 
Id. More definite action is required. 


ne peru »d 
l 





Vast Small-Policy Market 
Held Better Than Programs 


NEW YORK-—Since only about 3 
percent of the population earns enough 
to pay a federal income tax, program- 
ming answers the selling problem for 
only a small fraction of the agent’s 
potential prospects and unless he is one 
of the relatively few agents who can 
hope to deal with this top 3 percent 
exclusively he had better leave program- 
ming for his exceptional cases and con- 
centrate on the twos, threes and fives, 
according to Elias Klein, manager Book- 
staver agency, New York City, one of 
the Travelers leading general agencies. 

Even allowing for the fact that this 3 
percent of the population constitutes a 
somewhat higher percentage of those 
who are gainfully employed, the great 
bulk of those who need and buy life in- 
surance is in the lower income group, 
Mr. Klein emphasized. He said that for 
this reason programming must be used 
with discrimination or it will result in 
less business rather than more for most 
agents. 


Lauds Program Principle 


Making it clear that programming has 
been a great step forward, Mr. Klein 
said that his warning was directed only 
at the type of agent who devotes too 
much time to programs and neglects the 
remaining vast and receptive market for 
smaller individual policies. 

“If we are to offer a real program 
obviously our prospect must have 
enough earning power to let him nav 
for it,’ he said. “We are told that the 
average American family consists of five 
persons. If the head of that family 
earning less than $2,500 and has to pro- 
vide food, shelter, clothing and medical 
attention for five persons—when we con- 
sider the number of automobiles, radios, 
and other comforts demanded by the 
American standard of living, which we 
won't give up—how much can there be 
left out of that income for a diversified 
program of life insurance? 


Case of Single Person ? 


“If we consider the single man or 
woman earning less than $1,000 a year, 
their desire for a good time, their thrift 
engendered by an ambition to save and 
accumulate money toward independence 
in a business or profession, how much 
of their income can they allocate for a 
diversified program of life insurance?” 

In spite of the fact that total insur- 


ance in force in the United States is 
more than $120,000,000,000, which is 
about 70 percent of the world total, no 


very great proportion of that total can 
be expected to be on a program basis if 
only 3 percent of the population is earn- 
ing more than $2,500 a year, Mr. Klein 
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larger policyholders but to the smalle: 
one. 

“There is a certain class in this coun- 
try who can afford only moderate cover- 
age paid for in convenient moderate 
weekly premiums,” he said. “But in- 
cluded in this market there are millions 
of people who can just as conveniently 
pay their premiums on a monthly, quar- 
terly, semi-annual and even an annual 
basis. Why should this market be 
neglected when we can offer them our 
wide variety of policy forms which pro 
vide greater protection at a lower cost? 
Isn’t it perhaps due to the fact that 
there are so many agents who devote 
too much time to analyzing and pro- 
gramming and not enough time to the 


potential market of small individual 
policies? 
“Who sells more cars—the Ford, 


Chevrolet and Plymouth group, or the 
Cadillac, Packard and Lincoln group? 
Which group makes more money? 
“Check the records of lapsed and sur- 
rendered policies. The smaller policy- 


holder is usually thrifty. He does not 
speculate. He does not go broke as fre- 
quently. He has to work hard to make 


his money, therefore he is not suscept- 
ible to the wiles of speculation. He does 
not surrender or lapse because his eco- 
nomic status is more stable. 

“T have examined hundreds of pro- 
grams as originally created and con- 
trasted them with the status of the poli- 
cies remaining in force after a lapse of 
five years or more. Invariably I have 
found that during the interval one or 
more policies were surrendered or lapsed 
and the entire program was now out of 
whack. In orfe case for example, in the 
event of death the widow and children 
would have no income whatever for the 
first five years, a whole lot for the next 
10 years, little or nothing for the next 
five years and a pittance thereafter. The 
program was all right when it was 
drawn up but the insured later sur- 
rendered a policy that the program de- 
pended on. 

“Programs are like wills. They are 
seldom drawn and when executed they 
are tucked away and forgotten. Deaths 
occur among the beneficiaries, economic 
conditions change, security and real 
estate values change, the condition of 
the market may change, but the will is 
seldom changed to conform with the 
changed conditions. 

“You may say that a good agent 
should maintain contact with a client 
for whom he has arranged a life insur- 
ance program and effect such changes 
from time to time as may be necessary. 
But life insurance agents also die and 
many agents, sad but true, do not main- 
tain contacts, feeling that they have sold 
an entire program and since there is no 
more to be sold, why waste time? 

“As one who has been in this busi- 
ess more than 30 years in a managerial 

sapacity in an agency which has written 
over $150,000,000 I can truthfully say 
that if I were offered either two cases 
of $25,000 each or 25 cases of $2,000 each 








I would prefer the 25 cases of $2,000 
each.” 

Residents of the United States, com- 
prising 6 percent of the world’s popula- 
tion, own nearly 65 percent of the 
world’s life insurance. 

Read Carroll C. Day’s “Little Red 
Wagons and Little Red Boots.” Send 


$1 for eight copies to National Under- 
writer. 
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JEFFERSON STANDARD Lire INSURANCE Co. A special “Information Please” program featured the “Million 


Dollar Round Table” session at the National Association of Life 
Underwriters meeting in Philadelphia with 12 members answering 
2 pertinent questions on sales methods asked by Chairman Henry G. 
> 80 YEARS OF SERVICE eH Mosler, Massachusetts Mutual Life, Los Angeles. A wealth of ideas 
covering various aspects of selling were brought out in the short 
direct-to-the-point answers by the country’s leading producers. 


JULIAN PRICE, President GREENSBORO, N.C 











T oe a The National Underwriter has reprinted the questions asked the 
“millionaires” with their complete answers in an attractively 
bound, 16-page booklet, made to fit a regulation No. 10 envelope, 


G U a R D j A & L i - = entitled “What Makes e Milliansize Succemial?” 
No matter what other material you may be sending your agents 


don’t deny them the privilege of knowing what the top flight pru- 
j AS, U RAN CE co Mw PA NY ducers of the country are saying and the arguments that they are 
using to close their business. The sales methods used by these 
, leading life underwriters must be good as proven by their records. 
OF AMERICA Nowhere else will you find the complete answers to the argu- 
ments and methods used by the “millionaires” in a single publica- 

NEW YORK CITY 


tion devoted to them exclusively. 


Every company, general agent and manager will certainly want 
to put one of these valuable booklets containing the sales ideas 
of the million dollar producers in the hands of every one of their 
agents. The questions, as well as the answers, are given in plain, 
everyday language and will be easily understood and appreciated 
by each person who receives a copy. 





Order a supply now. Prices shown on convenient order coupon 





below. 
Bet ere ae ORDER COUPON ee 
The National Underwriter NRE aE OR MOET 
175 W. Jackson Blvd. Chicago, Il. 
Please send us ...........:.- copies of the booklet “WHAT MAKES A 
MILLIONAIRE SUCCESSFUL?” @ .......... Mi BOI  .« ocadiresensas 
2 e NAME a 
= £6 & WORE acceg een anche Seqacnatewan a0 cena Single Copy 25¢ 
A MUTUAL COMPANY BY 2 to 24 Copies .20¢ ca. 
AS oe > AE Ene tie a Ne OO. PE 15 Copia vaso 1S om 
MIT hin 66 utacndnaaaadens s<écanens opies ...... oa. 
100 Cepies ...... 13 
ESTABLISHED 1860 SE as cia ie ae 
































Above—D. Bobb Slattery and Karl Gumm, from head office of National Life 


of Vermont, at Research Bureau-Agency Officers gathering. 
Below—Robert Schulman, agency director, and John W. Walker, agency secre- 
tary Union Life of Arkansas. 


Above—Ward Phelps of bureau staff, and Carl Peterson, vice-president of 
Northwestern National Life, at Research Bureau-Agency Officers meeting. 

Below—Powell Stamper, advertising director National Life & Accident, and O. P. 
Grant, from head office of Life & Casualty. 


RIGHT: New aids for Zimmerman Agency, Connecti- 
cut Mutual, Chicago: J. C. Bick, newly appointed 
agency supervisor: H. C. Hunken, who recently 
assumed charge of the brokerage department: and 
D. H. Barnow, new agency supervisor of the full-time 
agency forces. 


SPEAKERS WHO WERE HEARD AT CLEVELAND SALES CONGRESS 


GRANT L. HILL, Milwaukee Ek. H. WILKES, New York City RALPH G. ENGELSMAN, New York City LOUIS BEHR, Chicago 
Northwestern Mutual Life Metropolitan Life Penn Mutual Life Equitable Society 








